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LEADERSHIP TRAINING: Financial school bells are set to ring (See page 15) 


This Month: 


MANAGEMENT IMPROVEMENT PLAN by A. Van Vlissingen 
CHARTING THE COURSE OF A BANK’S CONSUMER CREDIT by O. H. Eaton 
ANALYZING THE A.B.A.’s TAX EQUALITY PLAN by Ed Tyng 




















VIA BANK OF AMERICA 
TRAVELERS CHEQUES 


money only you can spend 


B of A Travelers Cheques are the largest selling, best 
advertised bank cheque in existence. Sellers receive 
23% more commission over non-bank cheques. And, the 
world-wide acceptability and quick claim service of 
Bank of America Travelers Cheques means more satisfied 
customers — more repeat business for you ! 
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Customer Relations 

Sirs: We are enclosing herewith a 
“flyer” covering a nature trip and bird- 
watcher’s hike through our local Rav- 








enswood Park. I thought it might be of 
some interest to your readers as an 
additional customer relationship and 
advertising media. 


WALDON J. ANDERSON, Cashier, 
Cape Ann National Bank, 
Gloucester, Massachusetts 
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“Wealth of Yesterday’ 


Sirs: Since our mural is the largest 
indoor painting in the country, we 
thought your readers would be inter- 
ested in it. 

This huge painting, shown below, is 
20 feet high and 124 feet long. It has 
been painted on canvas and extends 
along the entire west wall of the Mon- 
tana Bank. 

Entitled “The Wealth of Yesterday,” 
it was painted by Les Peters, a local 
artist who is fast being recognized as 
one of the great western artists. 

The mural, painted in tones of brown 
against burnished gold, depicts the 
junction of the Missouri and Sun Rivers 
150 years ago, when bison, elk, antelope, 





deer and other animals roamed over 
the present site of Great Falls. 


R. L. SHOCKLEY, Assistant Cashier, 
Montana Bank, 
Great Falls, Montana 
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Top Notch Job 


Sirs: The coverage in your May 
issue of our F.P.R.A. research com- 
mittee meeting here in Cleveland was 
excellently done. 

I not only clipped the article pertain- 
ing to the meeting of the research 
committee but, as usual, there were at 
least four or five other articles in the 
issue which I either had filed for future 
reference, or sent to my associates in 
the bank for their consideration. 


F. J. BLAKE, Vice-President, 
Central National Bank of Cleveland, 
Cleveland, Ohio 


. 


Sirs: I feel that your summary of 
the complex papers presented at the 
F.P.R.A. research committee meeting 
in Cleveland was so good that I have 
referred the issue to my president. 


. JOHN L. CHAPMAN, Vice-President, 
City National Bank and Trust Co., 
Chicago, Illinois. 
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Credit Training Guide 


Sirs: The Robert Morris Associates 
publication, “A Training Guide for the 
Bank Credit Department,” has had an 
enthusiastic reception by bankers who 
have had an opportunity to examine 
and apply this flexible course of credit 
study. Over 1,300 copies of the Train- 
ing Guide have been distributed, and 
many letters of commendation received. 

The Guide can go a long way toward 
solving one of the most important 
problems facing commercial banks to- 
day—how best to pass on to trainees 
and younger credit men the experience 
and know-how of senior loan personnel. 
It can provide material and organiza- 
tion for a new program, or it can 
supplement and be integrated into any 
existing type of organization or se- 
quence of presentation. It also outlines 
the philosophy behind many day-to-day 
tasks, and puts various operations into 
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the larger context of the total bank 
lending function. 

The Guide is available to member 
banks at $22.50 per copy, and to other 
institutions for $37.50. 

CLARENCE R. REED, 

Central Office Staff, 

Robert Morris Associates, 

Philadelphia Nat’] Bank Building, 

Philadelphia 7, Pennsylvania 


Huge 20 by 124 feet mural salutes bygone era and the great western plain 
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THE WEALTH OF YESTERDAY 





The function of the telephone busi- 
ness is to serve the public and serve 
it well. 


It works two ways. We must serve 
well to prosper. And just as surely 
we must prosper to serve well. 


This doesn’t mean for six months 





or a year or a couple of years but on 





a continuing basis. For the telephone 





business, more than almost any 





other, is a long-term business. Al- 





ways we must keep building ahead 





to handle the needs of the country. 





Those needs are growing every 
day. Just the gain in population 
alone gives some idea of their size. 


By 1970 there will be 40,000,000 
more people in the United States. 
More and more communications 
service and services will be required 
by people, industry and defense. 


Such progress can come only if 
there is reasonable freedom for busi- 
ness and the encouragement to go 
full steam ahead that comes from 
good earnings. The benefits are 
widespread. 


There is ever-increasing evidence 
that good earnings for the tele- 
phone company, with all that they 











serve well to prosper 


prosper to serve well 


UNDER THE SEAS AND INTO THE SKIES are two great advances in communications. 
Submarine cables enable you to telephone overseas as clearly as across town. Far up in 
outer space, U.S. satellites derive their radio voices from the Transistor, the mighty mite 


of electronics invented at Bell Laboratories. 


It’s through such pioneering that the Bell 


System keeps opening new fields to make your service ever broader and better. (Solid lines 
show present underseas cables. Heavy dotted line is new cable now being laid to Europe.) 


mean in research, jobs and purchas- 
ing, are an important factor in the 
over-all economy of the country as 
well as in the best interests of tele- 
phone users. 

















If earnings are less than the needs 
of the task, and all energies and 
judgment must be devoted to meet- 
ing the pressing needs of the mo- 
ment, it becomes impossible to do 
the best job for everyone. 


There is, indeed, no basis for the 
idea that the sure way to low tele- 
phone rates is to keep the company’s 
earnings as low as possible. 


Such a philosophy, by limiting re- 
search, efficiencies and the econ- 
omies of long-term building, would 
lead almost precisely to the opposite 
result . . . poorer service at a higher 
price than you would otherwise have 
to pay. 


BELL TELEPHONE SYSTEM 


Burroughs Clearing House 
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Putting the Brakes 
on Loan Expansion 


An advance in the “prime rate” for 
unsecured loans to top-credit business 
borrowers to 4% from 4 per cent, effec- 
tive May 18, paved the way for a new 
round of rediscount rate increases to 
3% from 3 per cent by five Federal Re- 
serve banks. 

The rediscount rate increase was re- 
ported just as this edition of Bur- 
roughs Clearing House went to press. 

The advance in the prime rate by 
larger banks throughout the country 
was the second in six months, as the 
rate was increased to 4 per cent last 
December 12, and it restored this lend- 
ing rate to the peak. level of the 1957 
boom. It was made against a back- 
ground of a smaller than expected sea- 
sonal decrease in bank commercial loans 
since the end of 1958, and of more or 
less continual in-and-out rediscounting, 
particularly by banks in New York, Chi- 
cago and other large cities. It was de- 
signed to make borrowing at banks suf- 
ficiently costly to cut down on loan 
volume, or at least restrict the amount 
of money that is normally borrowed 
between July and December. 

Follows other rates. The higher 
“prime rate” was preceded by a long 
series of increases in open market short 
term interest rates for such instru- 
ments as bankers acceptances, commer- 
cial paper and U. S. Treasury bills. 
These increases brought the cost of bor- 
rowing money through such avenues to 
3 per cent or better for Treasury bills 
and to as much as 3% per cent for 
bankers acceptances. At the same time 
long term corporate capital borrowing 
rates, typified by bond issues rated “A”, 
rose to around 5 per cent. Long term 
Treasury bonds, which declined spas- 
modically during April and May to new 
lows, reached yields well above 4 per 
cent, with one issue returning as much 
as 4.40 per cent. 


Making borrowing more costly 
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Reflects the Federal Reserve’s restrictive money policy 


Contributing to the decision of the na- 
tion’s larger commercial banks to raise 
their prime rate—initiated by the First 
National City Bank of New York—was 
the fact that the long decline in U. S. 
Government securities had created book 
losses for banks so large that they 
could not sell Federal securities to ob- 
tain additional loan funds without heavy 
sacrifices that would require an extra 
lending inducement. Aggregate book 
losses of all banks on Government se- 
curities are now estimated to be near- 
ing $800 million. This is a loss that will 
gradually be recovered as the Federal 
issues near their maturity dates. 

Earlier peak short-lived. In the mat- 
ter of the prime rate for commercial 
lending, banks of the country main- 
tained the present peak rate from Au- 
gust 1957 to January 1958. The Federal 
Reserve banks maintained their peak 
3% per cent rediscount rate from Au- 
gust 1957 to November 15, 1958, when 
it was cut to 3 per cent. In the 1958 
recession period the prime rate did not 
get below 3% per cent, although the re- 
discount rate got far below 3 per cent. 
Generally a spread of as much as 1% 
per cent between the rediscount rate and 
the member banks’ prime rate cannot be 
long maintained. Nor can the rediscount 
rate remain indefinitely far below open 
market rates. In theory too low redis- 
count rates divert central bank funds 
into avenues where they are not sup- 
posed to be used. In recent years there 
has been no important diversion of cen- 
tral bank credit despite rate spreads, 
because the central bank’s supervision 
of rediscounts and of member bank 
operations has been excellent. 





Restrictive steps. Coinciding with re- 
cent money market developments has 
been a restrictive policy by the Reserve 
system, which nationwide has kept 
banks operating recently on the basis 
of $150 million to $300 million of net 
borrowed reserves. At the same time the 
Reserve Board has tightened up on the 
administration of margin requirements 
both for customers and lenders on stock 
collateral. The new restrictions, effec- 
tive June 15, not only will make sure 
that present 90 per cent stock market 
margin requirements will be observed, 
but that there will be fewer evasions 
through customers persuading banks to 
lend for “other purposes” on securities. 
Banks and brokers will have a greater 
responsibility for policing these evasion 
channels. In its June 15 regulations the 
Board has made one concession that has 
been welcomed by brokers and banks. 
It allows substitutions of one stock for 
another if the deal is made the same 
day and if the customer’s debit balance 
is not thereby increased. 

Foreign time deposits. One of the 
threats to big bank lending capacity, 
particularly in New York, and a factor 
in the decision to raise lending rates, is 
what appears to be the beginning of a 
seepage of foreign bank time deposits 
into the investment market. There are 
more than $1.6 billion of such time de- 
posits, receiving an interest rate of not 
more than 8 per cent. As these deposits 
reach maturity many of them are going 
into bankers acceptances at an interest 
rate averaging at least three-eighths of 
1 per cent more than can be had through 
time deposits. The Federal Reserve 
Board has already vetoed a request for 


3 





“Don't sell more 
than 100 shares 
to any one buyer...” 


That’s the directive we frequently 
receive from corporate customers who 
ask us to help them distribute large 
blocks of stock. 


In these cases, of course, “distribute” 
means a good deal more than just sell- 
ing the stock. It means spreading it 
around as widely as possible — to as 
many people as you can reach, in as 
many parts of the country as possible. 


Lots of times, this can complicate 
the job for a broker, because lots of 
times it’s much easier to find people 
anxious to buy blocks of 1,000, 5,000 
—even 10,000 shares. 


In our case, however, it rarely pre- 
sents too much of a problem: 


Because we have an international 
network of 126 offices instantly 
linked by more than 100,000 miles 
of private wire.... 


Because our account executives 
are in day-to-day contact with 
literally hundreds of thousands 
of prospective buyers.... 


Because we’ve always believed that 
the more people who own a com- 
pany, the better. The better for 
them, the company, our entire 
economy. 


If you have a large block of stock to 
sell—and it makes a difference to you 
how many people buy it—you might 
want to contact our vice-president, 
Mr. W. H. Culbertson. A confidential 
letter or phone call can reach him, at— 


Merrill Lynch, 


Pierce, Fenner & Smith 


INCORPORATED 


Members New York Stock Exchange 
and all other Principal Exchanges 


70 Pine Street, New York 5, N. Y. 
Offices in 112 Cities 








a higher ceiling on time deposit inter- 
est, namely one of 3% instead of 3 per 
cent but eventually may be compelled 
by circumstances to reverse this veto. 

Tax considerations play an important 
role for foreign banks, as does the ih- 
terest rate received on short term in- 
vestments such as acceptances and 
Treasury bills. Income from acceptances 
is free of tax by the United States when 
ownership is vested in foreign banks 
or foreign Government agencies. U. S. 
Treasury bills similarly are wholly or 
partially exempt from income taxation 
by the United States, depending upon 
whether the owner is a sovereign for- 
eign Government entity or whether 
there is a tax treaty between the U. S. 
and the country where the foreign bank 
owner is domiciled. For example a Gov- 
ernment-owned foreign central bank 
qualifies for exemption whereas a cen- 
tral bank owned by a group of private 
banks, such as that of Austria, does not. 

Where treaty rules apply, the tax 
rate applicable to foreign owners in 
income from U. S. short term invest- 
ments may range from 5 to 15 per cent, 
in contrast to the 52 per cent corporate 
tax rate applicable to domestic owners 
of taxable U. S. Government securities. 
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Book Covers Financing 


| of Franchise Ventures 


A new “how to” book for those inter- 
ested in establishing and operating their 
own franchise-type businesses with lim- 
ited investment stresses the importance 
of the community banker in meeting 
financial needs. Entitled, “Financial 
Security and Independence through a 
Small Business Franchise,’ the book 
encompasses a variety of fields embrac- 
ing a wide range of consumer products 
and services. 

The role of the local financial institu- 
tion in extending credit is explained 
in light of the book’s suggestion that 
the businessman become an integral 
part of the business community by 
patronizing his local bank. In addition 
to the emphasis on financing, the book 
reviews such topics as income potentials, 
management methods, and basic record 
keeping. Copies may be obtained from 


| Pilot Publications, 42 West 23rd Street, 


New York City 1, at $2 per copy. 
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Mobile Home Paper 
Stands Recession Test 

It is noted that the Mobile Homes 
Manufacturers Association in its eighth 
annual report on consumer financing of 
mobile homes cites three outstanding 
findings, based on a survey of bank and 
finance company experience made at ap- 
proximately the bottom of the recent 
recession: 

1. Loss ratios were extremely low, 
refuting any lender skepticism over the 
soundness of mobile home paper under 
difficult circumstances. Of the 269 in- 
stitutions reporting in the survey, 91 per 
cent said they experienced no loss on 
































Consumer Financing of 
Mobile Homes 
Report of o Survey on Credit Experience, Loss Ration, 


Delinquency end Matheds of Handling Mobile Home 
Popes by Banks end Financing Institutions in 1958 


Terms lengthen, losses light 


contracts purchased during the reces- 
sionary first half of 1958. Only 6 per 
cent said that losses were above 1/10th 
of 1 per cent. 

2. Twice as many banks and finance 
companies are now extending 6-7 year 
terms, as compared with the number 
reporting longer-term credits in the 
previous year’s survey. 

3. Ninety per cent of the reporting 
institutions rated mobile home paper as 
better than, or equal to, automobile 
paper. 

The report adds that lending institu- 
tions which handle mobile paper through 
dealers include 1,300 banks and. about 
300 finance companies. 
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Investment Company 
Growth Spurs Two Studies 


Coupled with reports that the Securi- 
ties and Exchange Commission is study- 
ing investment company operations, and 
the possible need for additional regula- 
tion, comes information from the Na- 
tional Association of Investment Com- 
panies which tends to minimize the 
impact of mutual funds on the securities 
markets and the national economy. 

The N.A.I.C. contends that the growth 
of the investment companies must be 
measured against the growth of the 
economy, and of stock prices. It points 
out that today’s assets of both closed 
and open-end funds have little more 
than doubled since 1940 as a percentage 
of the value of all stocks listed on the 
New York Stock Exchange. Present 
ownership by mutual funds of all Big 
Board listed stocks is but 3.4 per cent, 
the association adds. Also, net purchases 
amounted to but 2.26 per cent of the 
dollar volume of trading on that Ex- 
change in 1958. 

As to the idea that mutual fund oper- 
ations accentuate market rises and de- 
clines, N.A.I.C. reports that a 72-month 
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CORPORATE TRUST SERVICE 


























Your ready reference 


TO COMPLETE CORRESPONDENT SERVICES 


Our experience in practical and efficient 
correspondent banking services would fill 
volumes— but it doesn’t come in books! 
This knowledge and skill is the founda- 
tion of our many valuable facilities — 
personalized for your special, individual 
requirements. 

Hundreds of banks across the country 
are served every day by the complete 


BANKERS TRUST COMPANY 


16 Wall Street, New York 15, N. Y., Rector 2-8900 


functions which we undertake for the 
advancement of your particular interests 
both here and abroad. 

Call on us for friendly help in any mat- 
ter where the quick, effective action of a 
New York bank can smooth the way for 
your major and minor transactions. 
You’ll appreciate our capable methods, 
our prompt response to your needs. 





Member 
Federal 
Deposit 
Insurance 
Corporation 
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FOR BR 
WEP EXPENSIVE INSTALLATION! 


ADD UNITS As NEEDED! 


READY 


for 
service 


STEP 


roy a] 
brake 


FENCO dealers in most principal cities. 
Or write Dept. BC, for your nearest 
dealer and valuable descriptive folder, 


FENCO 


Mobile 


TELLER UNITS 


.. with 
“Bank Engineered 


Features’’ 


FENCO Mobile Units keep currency in- 
tact—always SAFE—never leaves the 
unit. Roll to and from vault with ease. 
19 Stock Models, Modern banking 
features include: 


* P.K; Locks on Drawers 
* “Spy Proof” Combination Lock on Door 


* Heavy Duty Ball Bearing Rubber Tire 
Casters 


* Lustrous finish in modern Gray, Beige 
and Desert Sage 


* Locking Lugs in back of Door 
* Removable Currency Tray 


EXCLUSIVE: FENCO Foot Brake locks unit to 
floor. Tip-Toe release. 


GUARANTEE: Materials and workmanship 
unconditionally guaranteed. Replacement 
Free of charge. 


FENCO CORPORATION 
Manufacturers of Bank Equipment 
Beverly, New Jersey 
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; MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION . 


6 


INC. 


DATA PROCESSING CONSULTANTS 
ANALYSTS, SYSTEMS ARCHITECTS 


LAWRENCE B. TAYLOR 





Independent, practical, 
objective assistance 
for 


BANKING 


in the evaluation of 
systems and equipment 
and development of 
improved automational 
procedures. 
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WRITE FOR BROCHURE 
AND COMPLETE INFORMATION 


BANKING DIVISION 


1247 HOWARD AVE.+- BURLINGAME, CALIFORNIA 


OFFICES IN PRINCIPAL CITIES 








study showed that the Dow-Jones indus- 
trial average advanced 28 times when 
mutual fund purchases declined, and the 
average declined 18 times when fund 
net purchases increased. Purchases and 
averages both went up 16 times, and 
both declined 8 times, according to the 
association. 

However, the S.E.C. is said to be mak- 
ing a study of the investment companies 
with the aid of the Wharton School of 
Finance at the University of Pennsyl- 
vania, and following the distribution of 
a detailed questionnaire. The present 
climb in stock prices, and the large size 
of some of the funds, have both served 
to focus regulatory attention on this 
investment medium. 
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C.1.T. Introduees P.I.P. 


Long an important factor in the car 
financing field, Universal C.1.T. Credit 
Corporation recently introduced a Prop- 
erty Improvement Plan for the financing 
of home modernization and repairs 
through its approximately 400 offices. 

In commenting on the move, President 
Alan G. Rude points out that with home 
ownership having increased tremen- 
dously since World War II, alterations 
and improvements are soon likely to 
outstrip new construction in dollar vol- 
ume. 
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Ingenious 100-Year Saga 


Among the most interesting and in- 
formative annual reports to be prepared 
for 1958 is an excellent 26-page booklet 
that also celebrates the 100th birthday 
of one of the country’s largest insurance 
firms. Equitable Life Assurance Soci- 
ety of the United States used the device 
of drawing a parallel between the lives 
of a policyholder and his descendants, 
and the life insurance firm from 1859 
to 1959. 

By citing the trials and successes of 
the Allen family over the years, the 
booklet cleverly unfolds the story of the 
firm’s many milestones. And, by com- 
menting on the various services insur- 
ance provided for the family, the insur- 





Humanizing device is used 


ance company tells its story of how 
these services came to be established. 
In separate chapters, the story tells 
of the important happenings to four 
generations of the family while pre- 
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senting a very human history of a 
growing company. Aptly titled, the re- 
port is called “A Century of Building 
Family Security.” 
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New Gold Certificates 


The Bank of Nova Scotia announces 
that it is issuing a new type of negoti- 
able certificate, usable in London as well 
as in Toronto, for persons who buy gold 
bars and store them in its vaults. The 
new certificate is introduced by the bank 
and by Samuel Montagu & Co. Ltd., 
London bullion dealers; London market- 
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Extends program to London 


ings will be through the Montagu firm. 
Heretofore the bank’s certificates, issued 
in transferable form a year ago, have 
not received wide recognition in Europe. 

The bank says that the arrangements 
to make the certificates available 
through a leading member of the Lon- 
don gold market will benefit Canadian 
gold producing mines through expanded 
overseas sales. The new certificates will 
be for a stated quantity of gold rather 
than a receipt for specified bars, and 
therefore of greater convenience to in- 
ternational buyers, many of whom ac- 
quire the metal as an inflation hedge. 

The Bank of Nova Scotia offers gold 
at $35.16 (net, U. S. currency) per fine 
ounce in bars of 40 to 400 ounces, with 
lower prices for large amounts. Those 
who market their gold in London will 
pay the difference between the Canadian 
and London price. For storing gold the 
bank charges annually one-quarter of 1 
per cent (less on large amounts) with 
a minimum charge of $10. Buyers of 
gold of course lose interest income that 
they could obtain from investing the 
money otherwise. 
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Combination Pension Trust 
Idea Spreading 


The National American Bank of New 
Orleans, Louisiana, has joined the ranks 
of banks offering a joint trust-insurance 
pension fund to industrial firms. 

President Eads Poitevent explains 
that the Combination Pension Trust 
Plan is a method of funding a retire- 
ment system by using the combined 
functions of the bank, an insurance com- 
pany, and the employer. Benefits to be 
derived from such a program include a 
greater degree of investment flexibility, 
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Only “Thermo-Fax” Copying Machines do so many 
Jobs...so quickly, so easily, for such low cost ! 


Looking for the efficient way to speed copying in your bank? 
Call on ‘“Thermo-Fax’’ Copying Machines. Copy a banking paper 
or form in just 4 seconds— by the only completely electric, completely 
dry, completely clean copying process. Save typing time, avoid 
transcribing errors. Mail the coupon below for complete information. 


VERSATILE 


Use the ‘“Thermo-Fax’’ Copy- 
ing Machine whenever you 
need fast, accurate copies of 
reports, referrals, notices, in- 
structions, correspondence. 
Call your local dealer now for 
a demonstration. 
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~- WHERE RESEARCH IS THE KEY TO TOMORROW 





MINNESOTA MINING AND MANUFACTURING COMPANY 
Dept. KR-69, St. Paul 6, Minnesota 


Name 





” Firm 





THE TERM “THERMO-FAK' IS A 
REGISTERED TRADEMARK 

OF MINNESOTA MINING AND 
MANUFACTURING COMPANY 


Address 





City Zone___ State 
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and a lower cost of operation, he con- 
tends. 

The plan uses the actuarial calcula- 
tions, guaranteed annuities, life cover- 
ages, retiree servicing, and other aspects 
of insurance company participation. At 
the same time, it offers the advantages 
of bank trusteeship, with its possibility 
of higher earnings on investments, and 
resulting lower cost for employee 
benefits. 
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World Trade Primer 
for Businessmen 


The Continental [Illinois National 
Bank and Trust Company of Chicago, 


Illinois, has just released a “primer” 
on international trade for businessmen. 
The 36-page study outlines the poten- 
tialities of export-import activities as a 
result of the St. Lawrence Seaway, and 
describes how bankers can help busi- 
nessmen handle world trade transac- 
tions. 

Financial services emphasized. En- 
titled “Seaway Services in Banking,” 
the booklet points out the advantages 
Chicago has as a transportation outlet 
for the midwestern market. Primary 
emphasis, however, is on the various 
financial services that the bank can 
provide for businessmen who are in- 
terested in probing the overseas market 
via the lower-cost shipping transporta- 











TAX-EXEMPT 
BONDS 


More net income for banks 


Today short term tax-exempt bonds actually 
return a bank more net income than do higher 
yield taxable securities. 

We make available to banks an exceptional 
diversity of these bonds. During the past ten 
years, either alone or with others, we have 
purchased more than 1800 tax-exempt issues 
totaling over $10 billions. Send without obli- 
gation for our latest offering list. 


HALSEY, STUART & CO. INc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 e 
AND OTHER PRINCIPAL CITIES 


35 WALL STREET, NEW YORK 5& 
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Timely, informative booklet 


tion that is afforded by the Seaway. 

Trade terms listed. Commercial letters 
of credit, foreign exchange, collections 
abroad, services for travelers and coun- 
seling on international trade are some 
of the areas covered in the report. Nota- 
ble changes in American foreign trade 
definitions are outlined, too, as well as 
general notes of caution that must be 
taken by businessmen. The latter in- 
clude: the avoidance of abbreviations in 
quotations or the use of the terms 
“hundredweight” or “ton,” since these 
have different connotations abroad. 

The booklet also lists the addresses 
of the various consular offices and over- 
seas shipping lines serving Chicago. 
Local organizations associated with in- 
ternational trade are listed, too. 

All in all, it’s a noteworthy example 
of timely and informative bank promo- 
tion to business. 
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Business Leadership Urged 
in Inflation Fight 


In a_ recent speech before the 
Maryland Bankers Association, George 
Champion, president of the Chase Man- 
hattan Bank, New York City, called on 
bankers and businessmen generally to 
to take the lead in warning the Amer- 
ican people of the dangers of creeping 
inflation. Acknowledging the fact that 
this is a huge and difficult task, Mr. 
Champion asserted that what is needed 
is a new attitude on the part of business 
in general toward its role in the affairs 
of the community. 

“Businessmen cannot stand aloof and 
expect the environment in which they 
operate to remain unchallenged and un- 
changed,” he said. “Businessmen, too, 
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BALTIMORE 2—300 St. Paul Place 
CHICAGO 6—222 W. Adams Street 
LOS ANGELES 14—722 S. Spring Street 
NEW YORK 36—S0 W. 44th Street 
SAN FRANCISCO 6—112 Pine Street 





COMMERCIAL CREDIT’S accounts receivable and 
inventory financing method does not interfere with your 
service to commercial borrowers. On the contrary, it 
functions as a perfect complement to it at times when 
your customer’s borrowing needs exceed your established 
line of credit for the account. COMMERCIAL CREDIT has 
had 45 years’ experience handling this type of financing 
for thousands of companies from coast to coast. 


Many users of our service came to us at the suggestion 
of their bank. Any COMMERCIAL CREDIT CORPORATION 
office listed here will furnish complete information to you 
or to your customer. 


ANOTHER SERVICE OFFERED BY SUBSIDIARIES OF COMMERCIAL CREDIT COMPANY 
CAPITAL AND SURPLUS OVER $200,000,000 
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must enter increasingly into the debates 
and management of affairs at all levels 
of the community. 

Pointing out that a number of com- 
panies are becoming acutely conscious 
of the needs for more participation, 
Mr. Champion cited his own bank as 
an example. “We have designated one of 
the top officers in our personnel depart- 
ment to be a counselor on community 


activities,” he stated. “It is his respon- 
sibility to know about the practical side 
of community leadership, and how the 
individual can be helpful and influential.” 


4 
+ oO . 
Boat Lender Service 


There is ample evidence that the $2- 
billion field of boating is attracting an 
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GROUP OF 
MUTUAL FUNDS 


COMMONWEALTH INVESTMENT CO. 


Investing for reasonable income 
and possible growth of principal. 
A balanced fund established 1932. 


COMMONWEALTH STOCK FUND 


Investing in common stocks 
selected for their possibilities of 
long-term growth of principal and 
income. 














COMMONWEALTH INCOME FUND 
Investing in securities selected for 
current income. 


Free prospectuses from your local © 
investment dealer or: 


NORTH AMERICAN SECURITIES CO. 
Russ Building San Francisco 4 
New York - Chicago + Los Angeles 
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Resources Over $1% Billion 
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Signs of distinction, in excellent 
taste—from desk name plates to 
building facade letters. The 
impressive creations of U.S. Bronze 
serve the country’s leading banks. 
Yet the cost is modest. Write today 
for catalog and full information. 


S UNITED .. 
STATES © Pit 
BRONZE ‘service 
Sign Co., Inc. : 4 


Dept, BC, 101 W. 31st St., New York 1, N. Y. 
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ever-increasing amount of lender atten- 
tion. 

Recognizing this, a boat division has 
been newly established by the American 
Instalment Credit Corporation, 103 Park 
Avenue, New York City, sponsors of the 
American Bank Credit Plan. It will be 
devoted exclusively to providing banks 
and dealers with a well-rounded service 
for new business acquisition and insur- 
ance protection. Dealer wholesaling, or 
floor planning, is also offered under the 
plan. 

Insurance provisions of the American 
Bank Credit Plan include “broad form” 
yacht coverage for both small and large 
inboards as well as full protection for 
outboard boats and motors on land and 
in the water. Credit life insurance un- 
der the program is written by Bankers 
Security Life Insurance Society. 


+ ° ° 


Another Move to 
Broaden Credit Services 


In many areas of finance—insurance, 
consumer credit, etc.—the current trend 
is for individual institutions to broaden 
the scope of all their activities, even 
venturing into allied fields. 

One of the most recent examples is 
the announcement of Commercial Fac- 
tors Corporation, one of the nation’s 
largest and oldest “old-line” factoring 
firms, that it is now extending its fi- 
nancing services into the fields of ac- 
counts receivable financing and non- 
notification financing. 

The move is linked with the trend of 
factoring firms away from specialization 
in the textile and apparel industries. 
Walter M. Kelly, president of Commer- 
cial Factors, explains that with this 
trend has come the need for more flex- 
ible financing methods. 

One of Commercial’s basic client serv- 
ices is a program of marketing counsel, 
and President Kelly explains that re- 
gardless of what financing system cli- 
ents select they are invited to use the 
facilities of the firm’s research and de- 
velopment department. 


> A Sd 


Trust Opportunity 


Some banks foresee great opportuni- 
ties for new trust business if the Keogh- 
Simpson bill is enacted to permit tax- 
deferred savings for pension plans for 
the self-employed. That bill, having 
passed the House, now is before the 
Senate Finance Committee. 

Bank of New York last month held 
a pension seminar attended by repre- 
sentatives of 101 correspondent banks 
throughout the country. Albert C. Sim- 
monds Jr., chairman, presided and C. 
M. Bliss, executive vice-president, gave 
details of a survey the bank had made 
of 30,000 professional people—doctors, 
lawyers, accountants, etc.—which re- 
vealed that 19 out of 20 persons would 
set up retirement programs if they 
could use tax deferred dollars under the 
proposed legislation. Of those ques- 
tioned 63 per cent preferred a bank as 
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Every now and then The First 
National gets a letter from one of 
its correspondent banks that tells 
the story of our services so well that 
there’s nothing we can add. We re- 
ceived such a letter right after our 
last Conference, and we’re pleased 
to reproduce part of it here without 
further ado. It reads: 

“Since we started attending the 
Conferences about five years ago, 
we have been using your corre- 
spondent services more and more. 
First your Mr. Guthridge did much 
in planning our new bank building, 


As our correspondents see us 


and his help was invaluable to us. 
Then you sent a representative to 
our bank to help with internal prob- 
lems, and they were straightened 
out intelligently and have proven 
effective. We often have referred 
legislative matters to your bank for 
advice, which has been intelligently 
handled, and our course of action 
has been predicated on that advice. 
We have increased our use of your 
travelers’ checks and foreign depart- 
ment to a point where no other bank 
is used unless the customer for some 
reason would so request. Lately we 


have begun to use your municipal 
and government bond department, 
and since this has been started, we 
have found that both portfolios have 
improved considerably, and our 
directors are well pleased with re- 
sults. Yields have improved as have 
ratings and diversification.” 

There it is—just a few of the 
many reasons why a correspondent 
relationship with The First can beso 
rewarding. If this kind of service 
makes sense to you, call an officer 
from Division F for full details. He 
will be more than glad to help. 


The First National Bank of Chicago 


Dearborn, Monroe & Clark Streets - Building with Chicago since 1863 
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MUTUAL FUND SHARES 


UNITED ACCUMULATIVE FUND 


A Mutual Fund investing in 
a diversified list of more 
than 100 common stocks se- 
lected for possible apprecia- 
tion and income. 


UNITED CONTINENTAL FUND 


A Mutual Fund investing 
for growth possibilities in 
securities of companies 
which search for and pro- 
duce basic raw materials 
from natural resources. 


UNITED INCOME FUND 


A Mutual Fund seeking cur- 
rent income through invest- 
ments in more than 100 
American corporations. 


UNITED SCIENCE FUND 


A Mutual Fund _ investing 
for long-term growth possi- 
bilities in securities of com- 
panies, whose growth is 
based substantially upon 
scientific research. 


Waddell & 
Reed, Inc. 


Principal Underwriters 


For Prospectus and de- 
scriptive literature, with- 
out obligation, fill in and 
return this advertisement. 








Waddell & Reed, Inc. 


20 West 9th Street YA 40 Wall Street 
Kansas City 5, Mo. New York 5, N. Y. 


(] United Accumulative Fund 
[] United Continental Fund 
(] United Income Fund 

(C] United Science Fund 
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trustee while 12 per cent preferred life 
insurance companies. The average 
amount that would be put into such a 
pension plan annually by self-employed 
professional people would be limited to 
$2,500. . 


° ° a4 


Convertible Bonds 
for Commercial Banks 


A banker’s thesis study of convertible 
bonds and their suitability for commer- 
cial bank investment has been published 
by Salomon Brothers & Hutzler, New 
York investment house, as “a valuable 
addition to the meager literature on the 
subject.” 

The author is William S. Kelly, vice- 
president and head of the investment 
department of Western Pennsylvania 
Bank, McKeesport, and his thesis was 
prepared for the A.B.A. Graduate School 
of Banking, Rutgers University. 


The study goes into the history of 
convertible bonds, their advantages and 
disadvantages, investment and conver- 
sion values, regulations and restrictions. 

“In the competitive struggle with 
other financial institutions which are 
less strictly regulated in their lending 
and investing operations, and less se- 
verely taxed, commercial banks are at a 
disadvantage,” Mr. Kelly states. “Con- 
sequently, they must be alert to every 
opportunity presented by changing con- 
ditions to not only safeguard and pro- 
mote the interests of their customers, 
employees and stockholders, but also to 
strengthen their capital positions in 
preparation for the large loan demand 
and deposit growth in future years 
which must necessarily accompany ex- 
pansion of the nation’s physical volume 
of production and consumption.” 

The author concludes that convertible 
bonds offer an excellent opportunity in 
this respect. 








Gauging a Bank’s Margin of Safety 
By Arthur J. Linn 
Vice-President, The National Bank Washington, Washington, D.C. 








The ratio of capital funds to total lia- 
bilities is one that is always prominent 
in the minds of conservative bankers. 

The cushion represented by the stock- 
holders’ equity or the net worth of the 
bank is the protection offered to depos- 
itors and creditors, or to put it another 
way, the total of capital, surplus, un- 
divided profits, and unallocated reserves 
as set off against total liabilities, de- 
velops a measure of the margin of 
safety of the individual bank. 

The two curves on ‘the chart illus- 
trated should run practically parallel, 
as normally there is but small fluctua- 
tion in the elements of net worth and 
total liabilities. Leaving aside consider- 
ation of mergers or consolidations, 
changes will be minor. Capital funds are 
normally increased by net earnings and 
recoveries or the sale of additional stock, 
and are reduced by losses, transfers to 
valuation reserve accounts and dividends 
paid. 

The illustration assumes capital funds 
of $330,000 and total liabilities of $3,- 
275,000 in January 1956. Figure values 
at the edges of the chart form can just 
as easily represent millions or hundreds 
of millions. 

The spread between the two curves 
represents the margin of safety in the 
bank under study and if the curves con- 
tinue to diverge over a period of time, 
it is likely that the bank is in the posi- 
tion of needing additional capital. 

Any bank that charts these two ele- 
ments should realize that the relation- 
ship between the quality of assets and 
capital funds in the individual bank is 
a more valid comparison than a mere 
computation of capital vs. total liabili- 
ties. Charts are limited to the dimension 
of quantity—not quality. Nevertheless, 
over a period of years, this chart pro- 
vides a handy measuring stick of an im- 


Two lines should parallel 


portant relationship. The question of 
capital to risk assets will be discussed 
next month. 

Again, in the illustration, a ratio 
chart has been used, and the compari- 
son of the two factors is in rate of 
change. If the relationship in terms of 
actual dollars is desired, plain scale 
chart paper should be used. The ques- 
tion to be answered is, “Do we want 
to show the amount of change or the 
rate of change?” Choice of chart paper 
depends on the answer. The figures used, 
as in all illustrations in this series, are 
hypothetical. 
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RLUES... 


The sure protection afforded by a Title Insurance and Trust 
Company policy stems from... 

® a sound, conservative management. 

e assets of over $65,000,000. 


® complete land records in every county it serves. 
(T.1. is the only California Title Company with such complete records.) 


e America’s largest staff of title specialists. 
@ over 65 years of experience. 


These are reasons enough to insist on “T.I. Protection”— 
California’s best safeguard for buyers and lenders. 


America’s Largest Southern California's 
Title Company Oldest Trust Company 


Title Insurance and 
Trust Company 


433 SOUTH SPRING STREET, LOS ANGELES 54 
MAdison 6-2411 


Branches and subsidiary companies in fifteen California counties. 
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Morgan Guaranty ‘Trust Company 
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began operation April 27, 1959, as the 


banking institution formed by the merger 


of J.P. Morgan & Co. Incorporated and 


Guaranty Trust Company of New York 


BOARD OF DIRECTORS 


HENRY C. ALEXANDER 
Chairman of the Board 


DALE E. SHARP 
President 


STEPHEN D. BECHTEL 
President, Bechtel Corporation 





WILLIAM C. BOLENIUS 

Executive Vice President 
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PAUL C. CABOT 


Chairman, State Street Investment Corporation 
CHARLES S. CHESTUN 


J. LUTHER CLEVEI.AND 


Chairman, Executive Committee 


JOHN L. COLLYER 
Chairman, The B. F.Goodrich Company 


H. P. DAVISON 
Vice Chairman of the Board 


CHARLES D. DICKEY 
Chairman, Committee on Trust Matters 


JOHN T. DORRANCE, JR. 
Assistant to the President 


Campbell Soup Company 


W. ALTON JONES 
Chairman of the Board, Cities Service Company 
DEVEREUX C. JOSEPHS 


Chairman, New York Life Insurance Company 


THOMAS S. LAMONT 
Vice Chairman of the Board 


L. FK. MCCOLLUM 
President, Continental Oil Company 


JUNIUS S. MORGAN 


THOMAS L. PERKINS 
Chairman of the Board 


American Cyanamid Company 


CARROL M. SHANKS 
President, The Prudential Insurance 
Company of America 

EUGENE W. STETSON 
Chairman, Executive Committee 
Illinois Central Railroad Company 


JAMES M. SYMES 
President, The Pennsylvania 
Railroad Company 


CLYDE E. WEED 
Chairman of the Board 
The Anaconda Company 
HENRY S. WINGATE 
President, The International Nickel 
Company of Canada, Limited 


ROBERT W. WOODRUFF 
Chairman, Finance Committee 
The Coca-Cola Company 


GEORGE S. YOUNG 
President, The Columbia Gas System, Inc. 
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Financial Schools 


One of the biggest problems confront- 
ing the financial world today is the lack 
of management succession. It has been 
cited as one of the major causes of the 
increasing number of bank mergers in 
recent years. Thus, development of top 
executive talent has never received as 
much attention as it recently has from 
the banking industry. 

Currently, for example, there are 
over 100 school-type meetings held 
each year for middle management finan- 
cial officers in this country, and the list 
continues to grow. Most of these school 
sessions will be held at various colleges 
and universities around the country 
within the next few months. The meet- 
ings supplement on-the-job training and 
correspondence courses, all of which 
are designed to fill the gap between 
middle and top management personnel. 

The newest professional school for 
bankers to be announced is a National 
Trust School which will be established 
by the Trust Division of the American 
Bankers Association. Scheduled to open 
next year, the school will conduct its 
classes at Northwestern University, 
Evanston, Illinois. Courses will cover 
all phases of the trust business, and the 
purpose of the three-week session will 
be to train trust officers. 

Board of regents. The school will be 
administered by a nine-man board of 
regents headed by Richard P. Chapman, 
president of The Merchants National 
Bank of Boston, Massachusetts. Courses 
will be designed to meet the needs of 
three classes of trust department per- 
sonnel: Those who have recently en- 
tered the work from colleges; those who 
have entered the field from such work 
as law, or life insurance; and those 





SEE COVER: This scene, soon to 
be duplicated on college campuses 
throughout the country, shows class 
at Graduate School of Savings and 

Loan, Indiana University 








Advertising budgets and media draw attention at F.P.R.A. session 


who have entered trust work from 
another area of banking. 

Perhaps the best known and most 
widely attended school in the banking 
industry is the American Institute of 
Banking, the main educational arm of 
the A.B.A. Currently, its membership 
totals 150,000 men and women who 
belong to upwards of 500 chapters 
throughout the nation. At the present 
time, nearly 90,000 students are enrolled 
in A.I.B. courses. 

In addition, there have been a number 
of schools developed which are devoted 
specifically to the more advanced study 
of the highly technical aspects of bank- 
ing. One of the pioneers in this move- 
ment is the A.B.A.’s graduate school at 
Rutgers University, New Brunswick, 
New Jersey, which was founded in 1935 
by the late Dr. Harold E. Stonier. 

Name change. Two significant de- 
velopments in regard to the school have 
recently been announced by the A.B.A. 
First, the school’s name will be changed 
next September from the Graduate 


Busy months ahead for nation’s major financial schools 








School of Banking of the South—May 31- 
June 13, Louisiana State University, Baton 
Rouge, 525 students, fee $190, three-year 
course. 


Stonier Graduate School of Banking—June 
8-20, Rutgers University, New Brunswick, New 
Jersey, 1,100 students, fee $300, three-year 
course. 


School of Mortgage Banking—June 2!-July 
3, ee Campus, Northwestern University, 
July 26-August 8, Stanford University, Palo 
Alto, California, 500 students, fee $185, three- 
year course. 


School of Financial Public Relations—July 
5-19, Chicago Campus, Northwestern Univer- 
sity, 100 students, fee $250, two-year course. 


NABAC School for Bankers—July 19-August 
1, University of Wisconsin, Madison, 320 stu- 





dents, fee $213, three-year course. 


: Spring-Summer Schedule of Major Financial Schools 
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Southwestern Graduate School of Banking 
—July 19-August |, Southern Methodist Uni- 
versity, Dallas, Texas, 400 students, fee $275, 
three-year course. 


Graduate School of Savings and Loan— 
August 9-21, Indiana University, Bloomington, 
250 students, fee $400, three-year course. 


School of Consumer Banking—August 9-21, 
University of Virginia, Charlottesville, 225 
students, fee $250, three-year course. 


School of Banking at the University of 
Wisconsin—August 17-29, University of Wis- 
consin, Madison, 1,175 students, fee $213, 
three-year course. 


Pacific Coast School of a 
24-September 4, University of ashington, 
Seattle, 300 students, fee $200, three-year 
course. 
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School of Banking to the Stonier Gradu- 
ate School of Banking, in honor of the 
founder. Dr. Stonier for many years 
was executive manager and executive 
vice-president of the Association. 

Secondly, the Association has ap- 
proved a gift of $600,000 to Rutgers to 
help finance construction of a $3-million 
hall for use by the graduate school 
students. The building will also be used 
by the university on a year-round basis. 
The gift will be given to the university 
over a 15-year period. When the build- 
ing is completed in 1961, it will enable 
the A.B.A. to increase its enrollment. 

This year, as it has in the past, en- 
rollment is limited to approximately 
1,100 students who will attend the in- 
tensive two-week course from June 8 
to June 20. Twenty-seven new faculty 
members have been added, according to 
Dr. E. Sherman Adams, director. 

Monetary studies. Two economic 
forums will highlight this year’s ses- 
sion and nationally known economists 
will act as panel members at discussions 
of the inflation problem and the busi- 
ness outlook. A substantial part of the 
Rutgers course is based on a series of 
six monetary studies developed by the 
A.B.A.’s Economic Policy Commission. 

In addition to the school at Rutgers, 
there are four regional graduate schools 
of banking currently in operation. The 
newest of these is the Southwestern 
School of Graduate Banking at South- 
ern Methodist University, Dallas, Texas. 
Designed to provide advanced training 
for executive personnel in all sizes of 
banks, the school is co-sponsored by 
SMU and the Dallas Clearing House 
Association. 

This year’s session will run from July 
19 through August 1. In order to 
qualify for admission to the school, 
students must hold officer positions or 
their equivalent, be at least 26 years 
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old, and have at least five years’ ex- 
perience in banking. Students may 
major in either trust or commercial 
banking, and a thesis is required for 
graduation at the end of the third year. 

15th Session. One of the best attended 
regional schools is the School of Bank- 
ing at the University of Wisconsin, 
Madison. This year marks the 15th ses- 
sion of the school, which will run from 
August 17 through 29. Enrollment is 
expected to reach a new high with 1,175 
students attending. One of the unusual 
features of the school are the Four 
O’Clock Forums where faculty members 
and outstanding gtest lecturers partici- 
pate in off-the-record question and 
answer periods. The forums have been 
so successful in the past that additional 
sessions have been scheduled this year. 

The School of Banking of the South 
will hold its tenth annual session this 
year from May 31 through June 13 at 
the Louisiana State University campus 
in Baton Rouge. A record 525 students 
are expected to enroll. Nationally 
prominent speakers from business, in- 
dustry, and government will highlight 
the seminar program of the session. 
For the first time, the school will have 
an exhibit library available for the stu- 
dents. It will represent the most cur- 
rent and appropriate published mate- 
rials of all phases of banking. 

Over 300 are expected to attend the 
Pacific Coast School of Banking at the 
University of Washington, Seattle, 
August 24 to September 4. Now in its 


Future top banking executives trek to class at Louisiana State 


21st year, the school’s enrollment is 
expected to reach 425 by 1960. 

The two-week course features in- 
formal bull sessions that allow students 
to discuss specific questions which arise 
as a result of classroom lectures. 

Savings and loan. The Graduate 
School of Savings and Loan is the top 
executive development program offered 
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The officers of our Correspondent Banking Division 
are in close touch with Michigan markets—are prepared 
to give alert, on-the-ground cooperation at all times. 
Whatever the transaction—usual or unusual—you are 
invited to use the correspondent banking facilities of 
this Bank. When speed is necessary, call MNB at 
WOodward 5-4000 in Detroit for prompt attention. 
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as an education service of the American 
Savings and Loan Institute. It will be 
held at Indiana University, Blooming- 
ton, this year from August 9 through 21. 
Attendance at this year’s session is 
expected to number around 250. 

The school is intended primarily for 
managing officers, senior officers, and 
those whom management has tabbed 
for top responsibility in savings and 
loan institutions. The three-year course 
is not restrictive, but helps each indi- 
vidual develop an understanding of the 
influence of the broad economic and 
political factors within which business 
operates today. Currently in its 17th 
year, the school is under the direction 
of Max E. Lieurance. 

A record smashing number of fresh- 
men students will be enrolled in the 
National Association of Bank Auditors 


Outlines diversified curriculum 
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TO ATTRACT NEW SAVERS... 
ACTIVATE DORMANT ACCOUNTS... 


THE INTERNATIONAL SILVER CO. 


CONTINUES TO OFFER PROGRAMS — PROVEN SUCCESSFUL 
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and Comptrollers’ fifth annual School 
for Bankers at the University of Wis- 
consin, Madison, from July 19 through 
August 1. 

In addition to the 122 freshmen en- 
rolled, the organization is admitting 
women bank employees for the first 
time in its history. 

Audits, deposits. The school’s faculty 
is made up of bankers who are experts 
in their field as well as teachers from 
nationally recognized colleges and uni- 
versities. The curriculum will cover 
such subjects as audits of loans, demand 
deposits, trust departments, collections, 
and machine accounting. 

The twelfth residential session of the 
School of Financial Public Relations 
will be held from July 5 to July 19 at 
the Chicago Campus of Northwestern 
University. Two new members have 
been added to the faculty and Ernest 
G. Gearhart, Jr., vice-president of the 
First National Bank in Miami Florida, 
has been appointed to the school’s board 
of managers. 

The school offers specialized courses 
in public relations, advertising, and 
business development for financial insti- 
tutions. Its curriculum is designed to 
provide the students with a practical 
background as well as academic knowl- 
edge in the field. 

Mortgage banking. Both Northwest- 
ern and Stanford universities will be 
the scene for the School of Mortgage 
Banking, sponsored by the Mortgage 
Bankers Association of America. The 


Record freshman crop expected 


two-week sessions will be held June 21 
through July 3, and July 26 through 
August 8 with approximately 500 stu- 
dents participating. 

The school is said to be the only 
post-graduate and adult educational 
course for people working in the mort- 
gage industry. Its curriculum embraces 


every facet of the various operations 
which go into mortgage lending and 
mortgage investing. Subjects covered 
include financing of dwellings and in- 
come properties, mortgage loan invest- 
ment policies, and fundamentals and 
techniques of mortgage banking. 

For the first time in history, a record 
enrollment of 100 freshmen is expected 
at the School of Consumer Banking at 
the University of Virginia, Charlottes- 
ville. The two-week resident course will 
run from August 9 through 21 this 
year and total enrollment is expected 
to hit 225. 

The curriculum calls for a three-year 
course of study with a two-week resi- 
dent session at the university. 

The above schools represent only a 
small portion of the educational facili- 
ties developed by the financial industry 
which is currently spending over $1 
million a year to train and develop 
executive talent. Many state banking 
organizations also conduct schools for 
their members. More are being added 
each year. It is hoped that eventually 
these schools will form the base for a 
personnel pool of top management 
executives to fill positions constantly 
opening in the field of finance. 


4 + + 
A.B.A. Publishes 
Bookkeeping Guide 


The third in a series of guides on 
training bank employees has recently 
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HOW TO 
TRAIN A 
BANK BOOKKEEPER 


Third A.B.A. training manual 


been published by the American Bank- 
ers Association. Entitled 








“How to | 


Train a Bank Bookkeeper,” the guide | 


was jointly prepared by the A.B.A.’s 


Committee on Employee Training, and | 
the Country Bank Operations Commis- | 


sion. The other two booklets in the 
series are “How to Welcome a New 
Bank Employee’”’ and “How to Train 
a Bank Employee.” 

Because the work flow of the book- 
keeping function varies among banks, 
the booklet does not suggest what pro- 
cedures an individual bank should fol- 


low, but it presents a plan that can be | 
easily adapted to any bank’s own oper- | 


ations. 
The 55-page guide points out that 


planned on-the-job training is essen- | 


tial for the development of a compe- 
tent bookkeeper. This training should 
emphasize efficiency, accuracy, and 
productivity. 

An employee also should be educated 
regarding specific forms, procedures, 


and responsibilities and she should be | 


taught how to operate the machines 


which are incidental to her duties. She | 


should also know something of bank 
policies, telephone techniques, and cus- 
tomer relations so that she can develop 
a healthy attitude toward the general 
public, other employees, and the bank. 

Copies of the guide have been sent 
to A.B.A. members. Additional copies 
are available from the American Bank- 
ers Association, 12 East 36th Street, 
New York 16, New York at $1 each. 
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Bank Art Displays 


Art and artists have figured promi- 
nently in the news from banks and 
other financial institutions around the 
country. Art shows, festivals, exhibits, 
and scholarships are among the many 
activities which have recently been 
announced. 
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Speed up transit work. The new 1959 A. B. A. Key Book 





with Check Routing Symbols is now available. 





it contains all annual changes in transit numbers and 






check routing symbols. Make sure-your organization 






has enough copies of the latest edition for completely 





efficient operation. Order yours today. 


























PUBLISHERS - P.O. BOX 7600 - CHICAGO 8, ILL. 









STewPe Fe 


l— 
Fd, a 


vat aes, xy 








Transit Service 
Securities Handling 
Management 
nicipal Bonds 


niroduction 

Foreign Exchange 

Merchandise Transactions 

Special Industries Group 

National Services Group 

Operating Problems and Mechanization 

Personnel Services 

Consumer Credit Problems 

Public Relations 

Remodeling and Modernization 

Tax Assistance 

Travel Service 

Translation Service 

Insurance and Bonding Advice 

Currency and Coin 

Collection of Bonds and Coupons 

The advantages of having Pension and Profit Sharing Plans 
First National City Bank as your ns se Deposit Facilities 
Correspondent Bank Stock Purchase Plan 

New York Correspo ndent C onference Rooms and Desk Space 
Trust Services 

















The FIRST NATIONAL CITY BANK of New York Ifill 


This 28-page brochure describes the many services 
First National City provides to correspondents. We will 
be pleased to send you copies on request. Write to our Correspondent Bank 
Oepartment at Head Office, 55 Wall Street, New York, N.Y. 


38 WAYS 
FIRST NATIONAL CITY CAN HELP YOU 


Head Office: 55 Wall Street, New York 15, N. Y. + 78 OVERSEAS BRANCHES, OFFICES AND AFFILIATES * 78 BRANCHES IN NEW YORK 


Around-the-clock Transit Service ¢* Collections ¢ Credit Information ¢ Bond Portfolio Analysis * Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds « Participation in Local Loans * Personalized Service * World-Wide Banking Facilities * Complete 


2. e * * 
Metropolitan New York Office Coverage Member Federa! Deposit insurance Corporation First in World Wide Banking 


20 


Burroughs Clearing House 





Budding young artists vie for 


New York City, held an outdoor art fes- 
tival last month. Visual arts, medias, 
sculpture, and crafts were featured at 
the event. A painting demonstration 
was put on every day and, when 
completed, the finished picture was 
awarded to one of the people in the 
audience. 

A 16-year-old Philadelphia high 
school girl received the top prize of 
a $500 art scholarship for her entry 
in the 10th annual thrift poster con- 
test sponsored by the Philadelphia 
(Pennsylvania) Saving Fund Society. 
The winner, Emilia Lazarevich, used 
as the theme of her poster, “Have 
Saved, Will Travel,” with a boots-and- 
spurs illustration. The bank sponsors 
the project in an effort to promote 
thrift among students in the 185 
schools that are participating in the 
program. 

For the second consecutive year, the 
Fidelity-Philadelphia Trust Company, 
Philadelphia, Pennsylvania, has en- 
gaged Norman Rockwell, one of the 
nation’s top magazine artists, to do a 
series of pictures for the bank’s 1959 
advertising. campaign. In the accom- 
panying photo, Mr. Rockwell is shown 
working on one of the pictures which 
will be used for an ad emphasizing 
saving for college. 

The Bankers Trust Company, New 
York City, is cooperating with the 
National Kindergarten Association, by 
displaying the best art creations of 


Famous artist paints for bank 
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attention in bank lobby display 


kindergarten students across the na- 
tion. The exhibit, shown in the picture 
above, is on display at the bank’s 
Rockefeller Center Office. The exhibit 
incorporated some 15 panels of art 
work by five-year-olds throughout the 
nation. Other pictures are also on dis- 
play in other parts of New York City. 

The Lincoln Federal Savings and 
Loan Association, Berwyn, Illinois, 
sponsored an art exhibit at its office 
during the month of May. The display 
featured the work of Richard Epperly, 
one of neighboring Oak Park’s out- 
standing artists. 
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Bank Experiment Shows 
Color Ads Pull Better 


An advertising experiment conducted 
by the Citizens and Southern National 
Bank, Atlanta, Georgia, showed that a 
newspaper ad in color pulled three 
times the readership as the same ad in 
black and white. The basis of the test 
was a split run of one of the bank’s 
home improvement ads in the Atlanta 
Journal. 

Through the cooperation of the Jowr- 
nal, the ad was run in one home delivery 
area in black and white, and in color in 
the rest of the edition. Except for the 
addition of a yellow background, the 
ad was exactly the same. 

A survey conducted the next day 
showed that 31 per cent of the people 
receiving papers containing the color 
version had read at least part of the 
ad, compared with only 10 per cent for 
those who received the black and white 
version. “We certainly are pleased with 
the results,” said John Riggall, bank 
advertising manager. “While the color 
premium increased the space cost 68 per 
cent, the readership more than tripled.” 
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Bank Buys Helicopter 
To Improve Service 


The First Wisconsin National Bank, 
Milwaukee, Wisconsin, has inaugurated 
a new twist to modern banking with 
the purchase of a helicopter for serv- 
icing bank and industrial customers 
throughout Wisconsin and northern 
Illinois. The helicopter, a Bell 47 J 
model, is powered by a 250 horsepower 
engine and has a cruising speed of 90 
miles per hour. 

William G. Brumder, chairman of the 
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board and bank president, said that 
the helicopter offers a practical means 
of giving better service to the bank’s 
customers. “At present our officers and 
directors spend considerable time in 
auto travel in Wisconsin and northern 
Illinois on bank business,” he said. 
“Airplane service is not available or 
practical in many of the communities 
we must reach. The ’copter will add 
valuable time to the schedules of our 
executives and give our customers 
faster and more efficient service.” 
Noting that the whirlybird has a 
cruising range of nearly 300 miles, Mr. 
Brumder added: “Within a 150 mile 
radius of Milwaukee you will find 64 
per cent of Wisconsin’s population, 71 





per cent of all personal income, 68 per 
cent of retail sales, and 82 per cent of 
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Whirlybird becomes integral 
part of new bank service 


the manufacturing plants employing 
more than 100 persons.” 

In the picture above, Alexander F. 
Lippitt (left), assistant cashier, and 


| Robert A. Zentner, vice-president, are 


shown leaving the ’copter. 
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Charge Account Bankers 
Sign 42 New Members 


Forty-two new members, including 
the Chase Manhattan Bank, New York 
City, were admitted to the Charge 
Account Bankers Association at its 
sixth annual conference in Detroit, 
Michigan, last month. This brings its 
total membership to 90 out of the esti- 


| mated 117 U.S. banks that are cur- 


| 


| cost cutting, service charges, new busi- 


rently offering charge account plans to 
their customers. 

Panel discussions at the conference 
covered such subjects as advertising, 


ness, and frauds and defalcations. A 
professional panel discussion on spe- 
cial charge account skills was moder- 


| ated by Robert E. Voss, outgoing sec- 
| retary of the association, and assistant 


Do you have a customer who 
is expanding to Texas? Our bank 
can help you. We offer: a con- 
fidential plant site study to meet 
your customer’s individual needs 
. . . conference arrangements 
with interested people . . . our 
wide scope of metropolitan 
banking facilities a_ half 
century of experience in plan- 
ning new industry expansion 
along the Texas Gulf Coast. It 
will be a pleasure to serve you. 


Bank of the 
outhwest 


NATIONAL ASSOCIATION, HOUSTON 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


| Island, 
adopting a charge account plan of the 


| cashier, Security Bank, Lincoln Park, 
| Michigan. 


A special program for visitors high- 
lighted one of the morning meetings 
of the three-day session. The func- 


| tions of charge account personnel in 
| promotion, 
| collection were explained by James 
| Ackerman, of the Indianapolis Morris 


bookkeeping, credit, and 


Plan Corporation, Indianapolis, Indi- 
ana. James Duncan, of the First Na- 
tional Bank and Trust Company of 
Kalamazoo, Michigan, pointed out some 


| of the benefits, both from a dollar and 


fringe standpoint, which can be real- 
ized from a charge account program. 
The third member of the panel, Wil- 
liam Grimmond, of the Franklin Na- 
tional Bank, Franklin Square, Long 
warned those’ considering 


pitfalls to be avoided in presenting and 
operating the program. 

New officers elected at the meeting 
included: president, Robert Rudolph, 
vice-president, Pan American Bank, 
Miami, Florida; vice-president, Robert 
Hughes, director of public relations, 
Old Dominion Bank, Arlington, Vir- 
ginia; secretary, David Hopper, assist- 
ant cashier, Connecticut National 
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Bank, Bridgeport; treasurer, Howard 
. Custer, vice-president, Peoples Na- 
. tional Bank and Trust Company, Nor- 
: ristown, Pennsylvania. Dallas, Texas, 
was chosen as the site for the 1960 
conference. 
- ca * 
a Speeding Records Handling 
The Citizens National Bank of Or- 
lando, Florida, solved the problem of 
= rapid records handling for its drive-in 
4 tellers by installing correspondence lifts 
-_ (dumb waiters) between the teller sta- 
tions and the bank’s bookkeeping de- 
partment. Previous to the installation, 
records were formerly handled as rou- 
tine mail on regularly scheduled inter- 
.g office schedules. 
The bank’s drive-in installation is set 
F on stilts. Teller cages are located on 
wr the ground level and the bookkeeping 
re department is immediately overhead. 
Five lifts have been installed -between 
the two levels and records travel the 
eight feet in a matter of seconds. There 
is no chance of the records being lost 
and the system also helps speed up 
customer service. 
a o * 
ng 
= Plan-A-Home Kit 
its The Pacific First Federal Savings 
it, and Loan Association, Tacoma, Wash- s 
ite ington, is distributing an unusual Plan- 
ti- A-Home Kit to its customers who are 
_ either planning to build a new home, 
to or remodel their present dwelling. 
The kit includes cut-outs of fur- 
- niture for every room in the house, | The new common language symbols add 
1g, including appliances, and accessories. | to the normal function of the check as an 
a All material is made to the same scale | 
“A instrument for money transfer. The check 
e- will become the source document for au- 
ell tomated bookkeeping systems. 
ec- 
unt 
rk, These new values that have been given 
the check make it a precision form from 
ant the paper through the printing. 
nc- 
in Since early in the development of the new 
ind system we have been working closely with 
nes 
ris the machine manufacturers and check 
di- printers to insure that La Monte Safety 
pe | Papers will measure up to the new 
=e Boon to future homeowners | standards. 
und | 
sal so that after the home plan is com- | 
— pleted, the furniture and appliances | 
, 7 can be placed in position showing the | 
Na- planner how his furnished home will 
ong look. P 
a A family budget guide is included WAVY LINES ® 
r with the kit. | a tA MONTE 
an “ty ane = Sa TRADE-MARK 
ing ; non 
ph, Duluth Bank Occupies 
nk, New Building 
ert The new home of the First American ea 
ns, National Bank, Duluth, Minnesota, was cu 
Vir- publicly unveiled recently to more than 
‘ist- 25,000 visitors. The nine-story building, 
nal designed by the Bank Building and GEORGE LAMONTE & SON « NUTLEY 10, NEW JERSEY 
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Equipment Corporation of America, St. 
Louis, Missouri, is 100 feet wide by 115 
feet deep and rises 177 feet above street 
level. The new structure has more than 
100,000 square feet of usable floor 
space. It is shown to the right. 

One of the most outstanding features 
of the bank is its closed circuit TV in- 
stallation. Manufactured by RCA, the 
TV cameras and monitors have been 
strategically placed to allow visual 
comparison of accounts and other docu- 
ments between departments. Auto- 
matic dialing ties in both sound and 
picture, and a lockout circuit prevents 
one person from dialing into informa- 
tion being transmitted to another. 

Other facilities of the new building 
include the first escalator installation 
in Duluth; a zone-controlled air con- 
ditioning system; wired music through- 
out the bank; and snow melting coils to 
keep sidewalks clear during winter. 

The building’s main basement level 
contains a drive-in banking installation. 
A U-shaped driveway circles under the 
building and is easily reached. 


° ° ° 


Industrial Management 
School Established 


Something new in banking education 
was initiated by Bank of America when 
30 branch officers, selected from Cali- 
fornia’s leading industrial areas, re- 
cently attended a two-week course in 
industrial management on the campus 





Television helps speed window 


of the University of California at Los 
Angeles. 

This campus seminar, sponsored by 
the bank in cooperation with the UCLA 
Graduate School of Business Adminis- 
tration and University Extension, is 
said to be the first of its kind spon- 
sored by a bank for its executives. 

The industrial management study, 
said President S. Clark Beise, is de- 
signed to give branch officers in in- 
dustrial areas a greater insight into 
industrial plant organization and man- 
agement. 

Classroom sessions conducted by the 
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e Whenever long runs of repetitive cuts such 
as checks, labels and forms are necessary, 
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operated and automatically-operated inex- 
pensive spacers for C & P hydraulic cutters. 


These spacers enable the cutter operator 
to make settings of several stops for the back 
gauge, so as to obtain a series of progressive 
cuts without the necessity of making a pre- 
cise visual adjustment of the back gauge for 
each successive cut. A decided reduction in 
the cost of cutting can be attained by short- 
ening the time required to do the job and by 
reducing the possibility of error in making 
each cut. 


On manually-operated spacers, the back 
gauge is advanced to the different stops by 
means of a hand-wheel below the cutting 
table. 


On automatically-operated spacers, the 
| back gauge is power driven and is automati- 
» cally advanced to the various stops after 
each cut. When all cuts are completed the 
back gauge also automatically returns to the 
original starting position. 


Banks, check imprinters, letter shops, label 
printers and other similar users of small power 
cutters prefer these inexpensive time- 
tested spacers used for years onlarger C & P 
cutters because the operation of these spac- 
ers requires no complicated electrical systems. 
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service in new bank building 


UCLA faculty included such subjects 
as: Organization, planning; industrial 
relations; cost control and allocation, 
profit-volume and budget analysis; 
plant location; production management, 
time-motion study; industrial purchas- 
ing, financial planning and capital 
budgeting; marketing methods, institu- 
tions and practices, sales forecasting 
and management; transportation and 
traffic management and risk handling. 

The lectures were supplemented by 
field trips to industrial plants, includ- 
ing radio manufacturing, milk process- 
ing, a brewery, newspaper and UCLA’s 
data processing center. 
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Inflation Could Smother 
Predicted Building Boom 


A record six-month period of activity 
is in sight for savings and loan asso- 
ciations, but continued inflation in land 
and construction costs could adversely 
affect the predicted building boom of 
the 1960’s. Both of these predictions 
were made by C. R. Mitchell, president 
of the United States Savings and Loan 
League, and president of the First 
Federal Savings and Loan Association, 
Kansas City, Missouri. 

Ata recent savings and loan manage- 
ment conference in Boca Baton, Florida, 
Mr. Mitchell said that home lending by 
the nation’s 6,100 associations will 
approximate $6.5 billion for the first 
six months of this year. This is an 
increase of $1.2 billion over the same 
period for 1958, he said. 

Loans up. Mr. Mitchell based his 
opinion on savings and loan lending 
activity for the first quarter of this 
year which totalled an estimated $3.3 
billion, and is nearly 50 per cent higher 
than the comparable 1958 period. In 
addition, he pointed out that new hous- 
ing starts for the first quarter were 42 
per cent higher than they were for the 
same time last year. 

“Since housing starts generally pre- 
cede the actual making of mortgages 
by two or three months,” he said, “there 
is no doubt that savings association 
mortgage lending departments will be 
doing a record volume of business.” 
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In another speech before the annual 
convention of the New Jersey Savings 
and Loan League, Mr. Mitchell warned 
his listeners of the danger of inflation 
to the housing industry. He pointed out 
that a minimum home building volume 
of 1.5 million houses and apartments 
will be required by 1965, but he added 
that realization of this objective de- 
pends in part on a greater degree of 
cost and price stability in the housing 
field than has been evident in recent 
years. 

Volume static. As an example of the 
heavy toll of inflation in the housing 
field, Mr. Mitchell pointed out that sav- 
ings and loan associations, despite their 
record growth in recent years, are still 
not able to finance an appreciably 
greater number of home purchases 
today than they did five years ago. 

“Year after year,” he added, “more 
dollars must be poured into the market 
to take care of essentially the same 
number of home buyers. In 1954, sav- 
ings associations financed the construc- 
tion or purchase of 810,000 houses with 
a total mortgage volume of $9 billion. 
In 1958, we financed 830,000 new or 
existing dwellings with a mortgage 
volume of $12.3 billion. 

“To put it another way, in 1958, we 
financed 3 per cent more homes in num- 
ber, but with a mortgage value that 
was 38 per cent higher than in 1954. 
The average new loan put on the books 
in 1954 was $11,000; in 1958, it was 
$14,000.” 

Mr. Mitchell added that if something 
is not done about inflation, the housing 
industry will decline because the Ameri- 
can consumer will refuse to spend as 
much for housing as he previously did. 
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New Branch Features 
Natural Light 


Construction has begun on a new 


branch office for the First National 


Bank of Lafayette, Lafayette, Louisi- 
ana, and the building is expected to be 
completed this summer, according to 
Walter W. Schroeder, bank president. 

The main part of the branch will 
have no windows, but will receive 
ample natural light from plastic dome 
sky lights. A glass enclosed area at 
the left of the building will enclose an 
executive conference room and two 
drive-up windows will be located on 


the right side of the novel structure. 

The branch will also feature a lounge 
area, and a fountain in the front of the 
building will be used both for decora- 
tive purposes and as a water supply 
for the air conditioning system. 


* o o 


Bank Installs Change 
Maker in Parking Lot 


As a public service, the Peoples State 
Bank of St. Joseph, Michigan, has in- 
stalled a change maker in one of the 
city’s municipal off-street parking lots. 
The St. Joseph Improvement Associa- 
tion has urged that such a device be 


Public service builds friends 


installed in order to facilitate motorists’ 
use of the public lots. 

The bank installed the change maker, 
pictured above, on an _ experimental 
basis, and, according to John S. Stub- 
blefield, bank president, the results have 
been most successful. In addition to 
creating more use of the lot involved, 
the bank has received many compli- 
ments from the approximately 300 peo- 
ple who use the machine each week. 


° ° * 


Chase Manhattan Leases 
Foreign Radio Channel 

In an effort to speed communications 
between the home office and its Euro- 
pean branches, the Chase Manhattan 
Bank, New York City, has leased a 
direct radio channel from the United 
States to England. The bank is said to 
be the first in the country to use this 
means of communication, which pro- 


Unusual new building will receive natural light from roof 
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THE DIEBOLD - BASIC VAULT DOOR... 


TRADITIONAL SECURITY PLUS 
CONTEMPORARY ELEGANCE! 


One of the many reasons why the Diebold- 
Basic Vault Door has been received enthusi- 
astically by bankers across the nation is its 
design versatility. 

Shown above is the Diebold-Basic door in 
a surrounding of multi-colored mosaic tile. 
The effect is one of contemporary elegance 
and beauty combined with the strength and 
security that have characterized Diebold 
products for 100 years. 

The clean, contemporary styling of the 
Diebold-Basic door lends itself to many 


DIEBOLD 


BANK 
EQUIPMENT 





different cladding treatments like stainless 
steel, bronze, murals and other imaginative 
surroundings. In each case, the functional, 
handsome lines of the Diebold-Basic door 
both complement and blend harmoniously 
with their surroundings. 


The Diebold-Basic door is available in a 
complete range of sizes. There’s a model 
exactly suited to your requirements and 
design preferences. The coupon below will 
bring complete details without obligation. 


DIEBOLD, Incorporated Dept. B-28 D1B-670 
Canton 2, Ohio 


Gentlemen: Please send complete information on 
Diebold-Basic Vault Doors. 
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vides two-way contact between these 
distant points. 

Here is how the system works: The 
head office sends a teletype message to 
a radio transmitting station on Long 
Island. The message is then sent over 
the air on the leased channel and is 
picked up in England by the British 
Post Office which changes the message 
back into teletype form and sends it to 
the bank’s Lombard Street branch in 
London. Messages intended for branches 
in France or Germany are also sent to 
the London office and relayed over a 
commercial teletype system. 

Previous to leasing the radio channel, 
Chase Manhattan used a one-way me- 
tered cable for sending messages over- 
seas. According to Charles G. Quigley, 
assistant treasurer, the new system is 
both cheaper and faster. The use of 
the metered cable increased greatly 
after European countries announced the 
partial convertibility of their curren- 
cies. The bank’s utilization of the radio 
system has enabled it to save a great 
deal of time and money. 
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Remodeling Completed 


The recently remodeled quarters of 
the Central Bank & Trust Company, 
Denver, Colorado, feature one of the 
largest drive-in, walk-up facilities in 
the country. The new facility offers ten 
drive-in windows and seven walk-up 
windows which were designed by 
Diebold, Incorporated, Canton, Ohio. 


Rotunda lobby reflects latest in 


The bank’s spacious rotunda lobby 
was also modernized in the $2.5 million 
remodelling program. The lobby fea- 
tures 80,000 square feet of shadowless 
louvered ceiling, 36 specially designed 
teller cages, and modernistic computa- 
tion tables with built in adding ma- 
chines for customer use. An added touch 
to the modernistic decor of the bank is 
the Diebold-Basic 10-inch vault door 
which is conspicuously located in the 
lobby. 
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NABW History 


A history of the National Associa- 
tion of Bank Women has recently been 
published by the Public Affairs Press, 
Washington, D.C. Entitled “Women in 
Banking,” the book has been written 











Does your bank have storage room 
for borrower’s inventory? 


Obviously not. BUT . . . our Field Warehousing service accom- 
plishes the same purpose . . . SECURITY covering your borrower's 
inventory right where it stands. 

Field Warehousing is also an avenue to new loans. . 


increased loans. . 


- and 


. on a sound and profitable basis. 


For the best in inventory collateral, contact the American 


Express office nearest you. 


AMERICAN EXPRESS 
FIELD WAREHOUSING CORPORATION 


Head Office: 65 Broadway, New York 6, N. Y.—Offices Nationwide 
Write for free copy of “Inventory in Action” 





modern furnishing and design 


by Genieve N. Gildersleeve, representa- 
tive at the United Nations for the Busi- 
ness and Professional Women’s Founda- 
tion. Long associated with the banking 
world, Miss Gildersleeve served on the 
staff of the American Bankers Associa- 
tion from 1924 to 1954. She was assist- 
ant secretary of the Trust Division and 
editor of trust publications. 

Her new book gives a detailed history 
of the NABW from its beginning in 
1921 to the present time. In addition 
to giving factual information, the book 
also shows how the importance of 
women in the banking industry has 
increased over the years. Copies are 
available from the publisher at $3.25 
each. 

In the introduction to the volume, 
Ray M. Gidney, comptroller of the cur- 
rency, praises both the role of women 
in the banking industry, and the impor- 
tant contributions the NABW has made 


| through its numerous projects and ac- 


tivities. 
- a2 * 


Suggestion Corner 


A customer suggestion corner, said 
to be the first for any bank in the 
country, has been installed in the 
lobby of the Merchandise National 
Bank of Chicago, Illinois. Equipped 
with a special telephone-recorder in- 
stallation, and pamphlets, the corner 
permits customers and the general 
public to either record their sugges- 
tions over the phone or leave them in 
writing. 

The suggestion corner serves a two- 
fold purpose. It improves the bank’s 
relations with its customers and the 
general public, and at the same time 


Phone aids bank’s planning 


Burroughs Clearing House 





allows the bank a means of improving 
its services. In the picture on page 28, 
Martin C. Eveshouse, cashier, is shown 
explaining how the suggestion corner 
works to Barbara Pawlak, a customer, 
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j Law Day Provides 
: Natural Trust Boost 
The Alamo National Bank of San 
Antonio, Texas, used the observation 
of Law Day, USA, to promote its 
| Trust Department and the many serv- 
ices it has to offer. During the first 
week of May, all employees at the 
bank wore badges which said: ‘“‘Have 
your attorney draw your will.”’ At the 
same time, the bank distributed 20,000 
blotters which carried out the same 
theme. 
In commenting on the promotion, 
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Need for wills is emphasized Then there is much that you will 
want to know. 
id 
he Clyde Shannon, bank president, said: What are Australia’s natural 
he “Law Day, USA, is a salute to the resources? 
al attorneys of the nation who help safe- 
ed guard our precious rights and liberties. How will you be served in respect of 
in- We at the Alamo National Bank are communications, power, 
er happy to join in this salute.”’ water and fuel? 
ral In the picture above, Mr. Shannon 
es is shown at the left just after having How are Australia’s labour relations, 
= one of the bank’s badges pinned on what are the conditions governing 
him by Adrian A. Spears, president of wage scales. taxation? 
70- the San Antonio Bar Association. 8 / 
k's The badges helped emphasize that What is the law relating to company 
he everyone over 19 should have a will Snoueepton 
me properly’ and legally drawn by an at- 
torney. The answers to these and other vital 
a ae Oe questions will be found in a fact-filled 





booklet “Establishment of Industry 
in Australia.” Write for a FREE copy 
today, to:— 





Coin Wrapper 
A California firm is offering a coin 
— wrapping device designed to make 
everyone an expert at rolling coins. Any 
bank wishing to purchase the wrappers 


, : : : ; General Manager’s Office 
can have its name imprinted free in AUSTRALIA AND NEW ZEALAND BANK LIMITED 
either a silk screen or regular printing 


, : 394/396, Collins Street, Melbourne, Australia 
press process. The firm has just re- Tee tense 
leased a new price list and announces AUSTRALIA AND NEW ZEALAND BANK LIMITED 
that the wrapper is priced in the same 71 Cornhill, London, E. C. 3, England 
range as an ash tray or other similar 
bank gifts. Details can be obtained from 
Snappy Wrapper Sales, P.O. Box 815, 


hause, California. AUSTRALIA AND NEW ZEALAND BANK LIMITED 
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Mechanizing Instalment Credit Records Hikes Efficiency 


By Dick Huddleston, 


Vice-President and Cashier 


First National Bank in Wewoka, Oklahoma 








At a recent instalment credit confer- 
ence, I was surprised to learn that few 
of the country’s small banks were tak- 
ing advantage of machine bookkeeping 
in their instalment loan operations. 
While most bankers recognized that 
mechanized record posting promised 
better control over accounts, greater 
speed and legible records, many ques- 
tioned whether they could justify the 
cost of equipment for the normal 
volume of instalment notes to be found 
in a country bank. Perhaps our bank’s 
experience with machine posted records 
will lead other banks to investigate 
their operations in this area. 

We have three basic types of notes, 
with one common feature. All are open- 
end enclosure type forms, with all print- 
ing appearing on the face of the en- 
velope. The single payment form is a 
standard type of promissory note due 
on a certain date. The instalment note 
is identical with spaces for the due 
dates and final payment amount. The 
third, or shuck type, is used primarily 
for insertion of special types of notes 
such as invoice assignments, conditional 
sales contracts, or foreign notes. The 
envelope style for all notes provides a 
convenient method of keeping mort- 
gages, credit information, insurance, etc. 
within the note itself. 

As a note is signed, it is recorded in 
the note register, numbered, and placed 
in the note file in the vault. The note 
is never removed from the file except 
for audit or inspection until the final 
payment is made. Two forms, the lia- 
bility ledger card and the maturity 
tickler card, are prepared for each note. 
The liability ledger card is filed alpha- 
betically, and the maturity tickler is 
filed alphabetically by due date. Differ- 
ent colored card stock is used for the 
tickler card to note the type of loan. 
Carbon jacket. As for daily opera- 
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Name. 





Liability ledger below includes posting of date, 
note number, amount of payment, and new balance 


tions, a daily note ledger is inserted in 
a carbon jacket and placed in the ac- 
counting machine. When an instalment 
loan payment is made, the teller pulls 
the customer’s liability ledger card, 
checks the card’s due date with the 
maturity tickler file and pulls the cor- 
responding ledger, and inserts both 
ledger cards and a receipt of pay- 
ment form in the accounting machine. 
In a single machine operation, all three 
forms are posted. The machine posting 
to the two ledger cards includes the new 
balance, the amount of the payment, the 
date, the new due date and the note 
number. The customer’s receipt carries 
the date, amount of payment, balance, 
and the note number. At the end of the 
day, automatically accumulated machine 
totals of payments are available. 

One of the greatest advantages of 
machine posted records is realized in 
the simplified audit. The elimination of 
manual endorsements can mean the 
elimination of human errors or manipu- 
lation. We audit our loans and indi- 
vidual accounts once a week. This may 
be too frequent for some applications, 
and not often enough for others. The 
two-card system of account posting 
lends itself to a form of internal self- 
adjusting audit in that one week the 
liability ledger is totaled against the 
total of the general ledger, and the 
following week, we total the tickler 
ledgers against the general ledger. 

Control of delinquent accounts is 
handled by visually inspecting due 
dates. Since the maturity ticklers are 
grouped by month, and the current and 
previous month are divided into every 
5th day groups as a further breakdown, 
prompt action can be taken. In our 
bank, a notice, letter or personal call 
is made on delinquencies for every five 
days the note is delinquent. As a re- 
sult, our past dues average only about 


Bank, customer, bookkeeping records posted simultaneously 








.05 per cent of our total loan volume. 

Versatile machines. Still, the man- 
agement of a small bank may question 
whether these improvements in methods 
can justify the investment in a book- 
keeping machine. The machines are 
versatile and may be designed to serve 
other record keeping functions. At our 
bank for example, the same machine 
used in the note department is also 
used daily for the posting of savings 
accounts and for the preparation of the 
general ledger. Thus, in addition to pro- 
viding greater control and more legible 
records, the machine may reduce post- 
ing costs for several departments. 

As for instalment loans, the machine 
has enabled. our bank to increase the 
volume of these notes without increas- 
ing clerical costs. The posting of the 
liability ledger, the maturity tickler and 
the payment receipt in a single opera- 
tion greatly reduces the time a cus- 
tomer must stand in line, and reduces 
the time the teller must spend on each 
account. Before machine posting, the 
teller manually prepared the receipt and 
hand posted the maturity tickler and 
note after computing the new balance. 
Delay posting was used for the liability 
ledger. 

The auditors enthusiastically support 
our new system because of the elimina- 
tion of alterations on accounts. All 
printed information must appear on the 
carbon copy of the daily note ledger, 
and totals from this ledger must agree 
with the balance on the teller’s blotter. 

I believe that every small bank that 
is loaning money should investigate its 
loan record system. Banks such as ours 
($2 million) could save from 20 to 30 
hours a week with a system similar to 
ours, and the strengthening of controls 
realized in machine bookkeeping is just 
as important to a bank of our size as it 
is to the larger financial firms. 
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system. Below: Receipt includes 
account balance, amount of pay- 
ment, and note number. 


RECEIVED THE FOLLOWING DESCRIBED PAYMENT 
__ Bate Twcrenast| “ravwent T eatance | wore wo. 


900.00 

















RECEIPT 















MAR 9°S9- 100.00 52°56 


“THIS RECEIPT NOT VACIO UNLESS MACHINE PRINTED FIGURES APPEAR AGOVE 


YOUR FAMILY IS SECURE 













FIRST NATIONAL BANK 
MATURITY TICKLER 





THE FIRST NATIONAL BANK 
WEWOKA, OKLAHOMA 
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Almost Everywhere, 





BANKERS KNOW THE SERVICES 


In Texas and in the Southwest, it’s 


the Republic National Bank of Dallas 
... Serving more correspondent banks 


ise ae : 


than any Other bank in the Southwest. 


PIMEMBER F.D.1I.C. 


REPUBLIC NATIONAL BANK 
OF DALLAS 
CAPITAL & SURPLUS $100,000,000 + LARGEST IN THE SOUTH 


ADDED STRENGTH YOU CAN BANK ON 
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Commercial Bank, 
Panama City, Fla. was 
planned and designed 
by BB&EC. Construction 
and interior were 
handled by other 
client-appointed 

firms. 


Bank Building 
planned and de- 
signed Duluth's 
big 1st American 
National, then 
equipped, fur- 
nished, and dec- 
orated it. An- 
other contractor 
built it. 


The Brentwood Bank, 
Brentwood, Mo., chose 
to give BB&EC full 
responsibility for its 
new headquarters 
building, from site 
survey to completion. 











planning and design... 





, design, interror 
and 
construction work 
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3 ways 
to profitable \ VL, SX | 
new quarters vi 


When you choose Bank ‘cia Corporation, 
you can pick the service that fits your needs 


Most bankers know that Bank Building Corporation’s serv- 
ices cover every phase of new quarters building and modern- 
ization .. . from site analysis, planning, and design, to actual : 
construction, furnishing, equipping, and decorating. i 


But many bankers do not realize that our planning and f 
design service is available alone, with your own contractor 
and suppliers handling construction and interior work... | 
while still assuring that your all-important basic plan 
benefits from Bank Building’s experience and specializa- 
tion. Or, you may choose a combination of services... 
planning and designing plus construction, or planning and 
designing plus interior work. And finally, of course, you 
may prefer to have us supervise the entire project, from 
site analysis to grand opening, taking full advantage of 
our complete services. 


You're free to choose one, or all, of these project serv- 
ices. They’re flexible, tailored to meet your specific needs, 
your situation. Before you make any decision about new 
quarters, talk to us; you'll find it pays. There’s no obligation. 


a 





planning, 
design and 
anterior work... 


before you invest... investigate! 


. J anh ; - Visible 6 ff" VLEET, 
VA 


ST. LOUIS, 1130 Hampton Ave. 
NEW YORK e CHICAGO « SAN FRANCISCO ¢@ ATLANTA 


Operating Outside Continental U.S. as: Bank Building Corporation, International 
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Modern Construction Techniques Highlight Bank Buildings 


Large spans of glass, liberal use of aluminum and bold lines embellish new quarters 


me ley 
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San Antonio, Texas. This effective night time photograph 
highlights the striking glass wall that fronts the American 
State Bank. Illuminated bank sign is on inside of building 











Santa Rosa, Calif. Featuring the “open look”, ’, the new 

Santa Rosa Plaza office of the American Trust Com- 

pany, San Francisco, is constructed of desert stone, 

large spans of glass with window framing of alumi- 
num trim. Note attractive plantings 


Grand Rapids, Mich. Low, modern and beautiful could best 
describe the North Town drive-in branch of the Union Bank 
and Trust Company. Exterior is of limestone, common brick 


Euclid, Ohio. Chrome and glass highlight the new modern 
home of Cleveland Trust Company’s Lake Shore-222 office. 
Drive-in facilities are located at the rear of the building 


Wellington, Ill. Granite and ceramic tile combine in 
the exterior of the modernized Wellington State Bank. 
Remodeling doubled the floor space of the building. 
Vault space, safety deposit facilities were also added 


Rapid City, S. Dak. This new office of the First National 
Bank of the Black Hills with its entrance protected by a deep 
set-back boasts window wall construction, all services 











i 


Houston, Texas. The massive brick faced second floor Bank Building Corporation of America 

of the East End State Bank is an identifying feature. Anniston, Ala. New two-story home of the Anniston National 

Italian red antique marble spans one side of the street Bank features trim contemporary design and contrast of 
level exterior. Off-street parking is also provided solid masonry with open grid wall construction 


34 


Burroughs Clearing House 



















Chicago Heights, Ill. 






Eunice, La. This modern two-story building houses a branch 


Strong horizontal and vertical 








Bridgeport, Conn. This striking one- ape init colonial 


of the St. Landry Bank and Trust Company of Opelousas. The structure is the new home of East Maine office of the 
interior is finished in a combination of Oriental and modern Connecticut National Bank. Employee lounge facilities 
furnishings. A public meeting room is on the second floor. are located in the basement. Two drive-in windows are 
Features include drive-in windows and off-street parking area offered. Note ornate treatment of the central entrance 





Quanah, Texas. The Security National Bank recently opened 


Pe planes attract attention to the new Olympia State its doors in this new btilding which includes 4,000 square 
Bank. Located in the shopping center of a busy sub- feet of floor space. Here again, drive-in and parking facili- 
urban area, the bank offers two drive-in windows and ties have been added. A separate entrance serves a com- 
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Brainerd, Minn. Contrasting colors of ceramic 

form an attractive front for the remodeled Citi- 

zens State Bank. The interior is finished in natural 

maple with a mineral tile ceiling and a floor of 
marble. Note entrance setback 
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parking. Large window wall fronts lobby area 


Minneapolis, Minn. Glass and natural stone form the front of 


munity room that is complete with kitchen 


6 Bank Building Corporation of America 
Elmira, N. Y. pate spans of glass predominate in the 





the new Metropolitan Airport State Bank. The interior is modern design of the new Southside office of the Marine 
finished in walnut paneling. Employees lounge is located in Midland Trust Company of Southern New York. En- 
the basement. Rear entrance serves a parking area closed entranceway opens into parking lot drive 





Cambridge, Ohio. Black and pink Norwegian granite and blue por- 

celain enamel panels blend in this attractive exterior of the First 

National Bank. Once inside the newly-designed air door to the 

lobby, the visitor is greeted by colors of blue, beige, antique white 
and accents of tangerine. Drive-in teller is at rear 
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...our night staff processed 10,000 cash items 


CONTINENTAL ILLINOIS NATIONAL BANK 


Member F, D. 1. C. 
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i 
While you were 


a. 


dressing 


this morning... 


Barring mishap, it probably takes 
you about twenty minutes to make it from 
bedroom slippers to business shoes in the 
morning. During that time, our night staff 
laces into some 10,000 cash items... proc- 
essing them at the rate of 500 a minute. 

In fact, checks air-mailed to us 


yesterday ... from correspondent banks on 
both coasts ... were available funds this 
morning! 

Wouldn’t you and your customers 
find such speed an advantage? We’ll be 
happy to send you full details, or have one 
of our people call on you in person. 


and Trust Company of Chicago 


Lock Box H, Chicago 90 


Burroughs Clearing House 
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BURROUGHS CLEARING HOUSE, seve. 1959 


A MAJOR OVERHAUL 





One step has been to set up an administrative committee with members from every department 





Management Improvement Plan 


Bank program includes fast development of younger men, 
broad delegation of authority, less detail for seniors 


HE PROBLEM faced a few 

years ago by the American Na- 

tional Bank and Trust Company 
of Mobile exists in practically every 
growing bank, the shortage of top 
management manpower. The prob- 
lem is not always easy to recognize 
in its early stages, the bank’s officials 
declare, and it does not always pre- 
sent itself in as acute a form as that 
which hit them. But the problem 
must be faced and solved by any bank 
that is to maintain sound growth in 
footirigs, earnings, and relative posi- 
tion in its community. 

By a combination of unfortunate 
circumstances, the American Na- 
tional found itself seriously under- 
staffed at the top management level. 
In a single year it lost by death its 
president and the two vice-presidents 
who had been his first lieutenants. 
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By 
ARTHUR VAN VLISSINGEN 


Also the bank had to send two 
younger officers of comparable ca- 
pacity to head two affiliated banks, 
and thus was left without its normal 
complement of top level understudies. 

All of this happened at a time when 
Mobile’s population and economy, and 
more particularly this bank, put on 
a spurt in growth. The simplest 
statement of what happened is that 
the bank suddenly outgrew its man- 
agement organization. Deposits rose 
from $15,000,000 in 1949 to $24,000,- 
000 in 1954. During this period the 
bank kept adding employees, but for 
lack of experienced men trained to 
handle top responsibilities it re- 
mained unable to materially alter 


the distribution of management 
duties. Expenses more than kept step 
with the rate of growth, even though 
higher-level positions had not been 
added proportionately. 

In consequence of these circum- 
stances, one officer found himself in 
ultimate charge of loans, new busi- 
ness, and operations. The burden of 
everyday tasks left no time or op- 
portunity to seek out and hire the 
“two young, energetic, experienced 
bankers” who were frequently dis- 
cussed in the abstract as the one 
perfect solution to the problem. 

“Looking back upon that hectic 
period, it is apparent there was never 
any chance of finding these dream 
helpers,” says George Denniston, 
president. “Only a minor miracle 
could ever have let us hire even one 
of these individuals who we opti- 
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ise, administrative officers, 


<Se- 


President George Denniston (left) confers with G. T. McRae, Jr., (standing) 





and Miss Valerie Davis, personnel 


coordinator, on the executive development program 


Management information is spread through bank at all levels 


mistically expected would material- 
ize. There was nothing unusual about 
our self-deception in this respect, 
however. In the interval since we 
awakened to the hopelessness of this 
task, literally dozens of fellow 
bankers in similar predicaments have 
told us they are looking for the same 
improbable kind of relief. What they 
—and we—sought was a potential 
$25,000 man we could hire for con- 
siderably less right now. Such a para- 
gon cannot often be hired, mainly 
because if he meets these high re- 
quirements his present employer will 
make it worth his while to stay.” 

Somewhat less than five years ago 
it beeame apparent to the bank that 
the only way it could get the men it 
needed was by raising them. This 
meant that the current staff mem- 
bers must be appraised in terms of 
growth potential, and then their 
growth must be rapidily stimulated. 
But top management soon discovered 
it must do a great deal more than was 
at first obvious. 


LAINLY, it would not be feasible 

to appraise the existing staff in 
terms of the bank’s needs until job 
specifications were worked out. But, 
for just what jobs? Before answer- 
ing this latter question and thus 
finding out what manner of men must 
be built up to executive stature, it 
became evident that -management 
needed a rather definite picture of 
what the bank would be like in 
future. To get this picture, the top 
officers had to project the type and 
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size of bank they should have, and 
decide on its broad policies as these 
would affect its direction and rate 
of growth. In brief, they found out 
they must start at the ground and 
plan the foundation. Only upon such 
a base would they be able to build 
the solid and economical organiza- 
tion toward which they were aiming. 

“This sounded like a big job,” 
admits Mr. Denniston. “It was in- 
deed a big job. But the total results 
proved to be worth far more than 
they cost us in time, energy, and 
money outlay. Moreover, each year’s 
gains to date from this program have 
exceeded the previous year’s as its 
effectiveness increases.” 

As a rough measure of value ob- 
tained, at the end of 1958 the Ameri- 
can National was handling all of the 
work involved in $36,000,000 de- 
posits, up 40 per cent in seven years, 
using a total force of 121 officers and 
employees, down 4 per cent. 

This showing is even more im- 
pressive when one recognizes that 
of the 121 jobs, 9 are handling func- 
tions for which the bank had no 
specialized personnel even five years 
ago. These new functions range all 
the way from national accounts solici- 
tation and handling correspondent 
bank contacts to a central informa- 
tion file and a stock transfer opera- 
tion. To a considerable extent these 
new jobs are not strictly necessary 
to the bank as it is today. Rather they 
have been set up to take care of the 
planned growth. These expenses are 
really an investment in the future. 











When the preliminary stages of 
planning and preparing were com- 
pleted, top management put on paper 
a fairly precise picture of the bank 
it expected to have in five years, ten 
years, and even further ahead. The 
plans took account of the needs in 
capital funds, floor space, and per- 
sonnel for the bank at each stage. 
There was even an organization 
chart—sometimes referred to inside 
the bank as Utopia because it repre- 
sented an ideal, not a solid fact. This 
chart showed not only the jobs then 
in existence but also those it was 
planned eventually to create. Finally, 
the management had a carefully con- 
sidered specification of the responsi- 
bilities of each supervisory job shown 
on this chart, and of the qualifica- 
tions needed for handling this job. 
Personnel functions had been sepa- 
rated from operating functions, and 
management was ready by the end 
of 1954 to buckle down to the actual 
personnel task. Even earlier, while 
it was still in the planning stages, 
the general anatomy of the problem 
had become evident. Thus Mr. Den- 
niston and his associates were able 
to start working out a practical ap- 
proach to an attainable solution even 
before they had the problem pre- 
cisely surveyed. 


NDER the bank’s traditional or 

“line” form of organization, final 
responsibility for practically every 
activity was not delegated but rather 
had been reserved to top manage- 
ment. The juniors, whatever their 
titles, had little real responsibility 
for final results and lacked the au- 
thority to change procedures, much 
less policies, in the departments they 
nominally supervised. The conse- 
quences were not unpredictable. The 
junior officers and supervisors had 
no habit of relieving top management 
of its excessive burden. They had 
slight incentive to develop their 
latent ability. 

The problem therefore was two- 
pronged. Management already knew 
it must develop men who could and 
would take responsibility. It now 
became clear that to accomplish this, 
the men selected must be assigned 
responsibility and held to producing 
better results than had been achieved 
under the traditional set-up. At the 
same time, the bank’s welfare re- 
quired that top management not ab- 
dicate its authority until there would 
be younger men competent to take 
over. As a corollary, management 
realized it could not wait to raise the 
perfect executive. The younger men 
already headed toward executive 
positions in the bank and those still 
to be hired must be screened and 
painstakingly appraised. 
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Then management of necessity 
took a calculated risk. After choosing 
the most likely candidates from 
among the younger men, manage- 
ment placed these in key spots on 
the Utopian organization chart and 
spelled out in detail the amount of 
authority being delegated. The in- 
dividual thus found himself in a com- 
pletely different position from what 
he had been in immediately before 
the shift. His long-range manage- 
ment development program was cut 
off. All of a sudden he was a man- 
ager, with a manager’s responsibili- 
ties, cares, and opportunities. 

This move proved amazingly effec- 
tive in sorting out the men from the 
boys. Some of the ex-trainees took 
their new jobs in stride and were 
presently ready to lift still more 
of the burden from the senior offi- 
cers. At the other extreme, some 
shrank away from their new re- 
sponsibilities. The specific errors of 
their ways were pointed out to these 
men and most of them profited there- 
by. A few were unwilling to carry 
responsibility, and these individuals 
either moved into less responsible 
work in the bank or looked elsewhere 
for openings into which they might 
fit more comfortably. 

It proved no surprise to top man- 
agement that putting inexperienced 
youngsters into positions for which 
they were not adequately trained 
brought errors, some costly but most- 
ly merely bothersome. This was the 
calculated risk inherent in the pro- 
cedure. The costs of such errors 
were held within acceptable bounds 





Administrative committee members hold departmental meetings 


by the limitations previously placed 
on each individual’s authority. 

For example, a man thus placed 
in commercial loaning was no longer 
required to take all loans to his 
senior officer for approval. He re- 
ceived full authority to make loans 
up to a specified figure, and was given 
a modest list of small commercial 
customers to handle as his own re- 
sponsibility. It was made plain to 
him that he was expected to handle 
these himself, referring to his senior 
only those questions on which he 
really needed help. This approach 
took an appreciable load off the senior 
man, it developed the junior—and it 
led to an occasional small charge-off 
that might have been avoided by 
keeping the younger man in leading 
strings. In the long run, Mr. Den- 


Problem faced: the bank grew, but top management ranks thinned 


AM 


TWO-DECADE EXPANSION 


June, 1959 





niston explains, this made more 
money for the bank by freeing the 
older officers to handle business of 
size commensurate with their ex- 
perience. 

A gratifying number of _ the 
younger men in various areas of the 
bank began to show up to particular 
advantage. Once given an oppor- 
tunity to carry the ball, they proved 
to be the consistent ground gainers. 
At this point top management was 
ready to move along to the second 
stage. of its double-action develop- 
ment program. 


HE bank had retained the conven- 

tional line type of organization. 
Now it was time to shift to a modi- 
fied form of line-and-staff. As worked 
out by this bank, it took a form de- 
signed not only as an executive train- 
ing measure but also to spread man- 
agement ‘information through the 
bank’s personnel at all levels and im- 
prove the effectiveness of every ac- 
tivity in the institution. 

An administrative committee was 
established with representatives from 
every department in the bank. The 
member from a department is that 
department’s administrative officer, 
even though in a few instances he is 
not yet actually an officer of the bank. 
Most members of the group, includ- 
ing the chairman, were chosen from 
the ranks of the young men in man- 
agement jobs. This was a means of 
relieving senior officers of burden- 
some duties and strengthening the 
younger men. 

In the earlier stages, top manage- 
ment frankly managed the admini- 
strative committee. The bank’s senior 
officers attended its meetings and 
generally guided the committe mem- 
bers into critical areas in their de- 
partments which warranted atten- 
tion. The ultimate goal of the group 
remains what it was at the begin- 

See MANAGEMENT IMPROVEMENT—Page 97 
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This Kansas pattern of reaching tomorrow’s 
banking and business leaders can be 
utilized in other areas 


TARIMG BANAIMGS STO 
TO THE COLLBGES 


HE problem of getting banking’s 
story across to the schools more 
effectively is one of wide concern. 

One phase of the problem is that 
of reaching the colleges, primary 
source of tomorrow’s community 
leaders and future management of- 
ficers in banks. An outstanding job 
of working with educators at this 
upper level is to be found in Kansas, 
and perhaps the pattern there can be 
utilized in other areas. 

Kansas bankers now participate 
directly as instructors in special 
courses being offered at three of the 
state’s colleges or universities, and 
the idea is expected to spread to other 
campuses. In each instance to date, 
the nature of the course differs, hav- 
ing been tailored to meet the specific 
needs or desires of the school in- 
volved, in accordance with faculty 
suggestions. 

Thus at the University of Kansas, 
the Financial Institutions course of- 
fered each spring touches not only 
upon banking but also includes talks 
by men in the savings and loan, credit 
union, finance company, investment 
company, and related fields. A pio- 
neering leader in this effort was M. 
L. Breidenthal, Sr., board chairman, 
Security National Bank of Kansas 
City. At Kansas State College, the 
school offers a Rural Banking Option 
for agricultural students, and among 
the courses is a Rural Banking Semi- 
nar conducted by bank officers. Maur- 
ice R. Young, president, First Na- 
tional Bank in Dodge City, was in- 
strumental in initiating this project. 
And, starting this year at Washburn 
University in Topeka is a Bank Man- 
agement course taught by bankers 
and bank supervisory officials. 

Sparking the college participation 
program is the unusually active Bank 
Management Commission of the Kan- 
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sas Bankers Association. Chairman 
L. M. Schwartz, president, Citizens 
State Bank, Paola, who has done the 
major share of the job of arranging 
the subjects and lectures, explains: 
“The objective of the program is 
to provide college students with a 
sound knowledge of the services ren- 
dered by commercial banks, and of 
their methods of operation. As a re- 
sult, misimpres- 
sions will be cor- 
rected, the students 
will be able to make 
more advantageous 


a course outline, working closely with 
the school authorities. It also drafts 
a carefully selected list of bankers, 
drawn from nearby areas insofar as 
possible, who would be well qualified 
to serve as lecturers in the various 
courses. Individuals are chosen on 
the basis that they know the assigned 
subjects, have in many instances at- 
tended banking schools, and are good 
speakers. They draw no fees for their 
services, but little difficulty has been 
experienced in getting Kansas bank- 
ers to participate, and there have 
been few resignations. 


In this noteworthy program of working 


Full course covers other areas of finance besides banking 





use of bank facili- 
ties when they 
emerge into the 
business world, and 


some of them will DATE 


become _ interested 
in banking as a 
career.” 


It is emphasized 
that the program is 
not thought of in 
terms of “propa- 
ganda,” but as an 
opportunity to tell 
the straight facts 


April 12 


SUBJECT 


Mario —its Importance in the Community 


T y ¢ Accounts; Bank Statement of 
hepato 


‘Tusetey  Denaattay hil Types 
Mar. 31 


Thursday Loans, Part One: Commercial ~ 


- FINANCIAL INSTITUTIONS COURSE 


Gicdlny of 


INSTRUCTOR 


of the Commercial Bank K. E. Johnson, V 
Kansas State het Wichita 


David Ferguson, Pres. 
Thomas County National, Colby 


A. W. Chandler, EVP 
Fidelity Savings State, Topeka 


F. G. Weidling, VP 
First National Bank of Topeka 


Tuseday Pedic Weed ks ahootians ft Harry E. Rash, Pres. 
about banking. ee tas Bs icy Siacect 
‘‘However,’’ Mr. « ie aca ; ae Fig 

° Loans, : Personal Loren 5 
Schwartz adds. “if April 14 instalment __ Prt Maton, Prat 
we do a good job it otal, Slit 

Thursday Loans, Part Four: Real Estate Loa Lioyd Ferrett, 

cannot help but “ Aprit rd ? = First National ‘monk of Topeka 
convince students } . 
that the banking | ‘Fussday investments Harry A. Funke, Gen. VP 
system is one of . —* ee Fourth National Bank in Wichita 
the things that | Pile RS eae 
makes America | par vi ' 4 Miamat County Nationa, Paola 
great.” 


As a first step, 


the KBA develops i 
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Meyer, Cash. 
Siren Dank’ tooth First National Bank, Hutchison 
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students. Front row 


Changes have largely resulted from 
a policy of rotating the various in- 
structors. 

Those selected are given latitude 
in developing their lecture outlines, 
but the outlines are then reviewed 
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Part of curriculum for “Ag” students interested in bank work 








L. M. Schwartz, banker “sparkplug” of program, addresses Kansas University 


includes lecturer George Gee, finance firm executive; 
Leland Pritchard, finance professor; Harold Krogh, associate professor 


Each course differs, is tailored to the school’s specific needs 


by the Bank Management Commis- 
sion, and the banker-instructors are 
fully briefed on course objectives and 
the preferred approach. This appears 
to be the primary secret behind the 
entire program’s success; it is not at 


ith educators and students, Kansas bankers participate directly as course planners and instructors 


Newest 





all unusual for industry to tell its 
story to college groups, but it is dis- 
tinctly novel—according to Kansas 
school authorities—to have a pro- 
gram presented that is so carefully 
planned and coordinated as the one 1 
developed by the Bank Management 
Commission of the Kansas Bankers 
Associatien. 

First of the special courses to be 
offered was the one on Financial in- 
stitutions, introduced in the spring 
of 1954 at the University of Kansas f 
in Lawrence to supplement the under- 
graduate curriculum on money and 
banking. The idea was fathered by 
Leland J. Pritchard, professor of 
finance, and he concedes that at the 
outset there was some dubiousness 
at the faculty level about the sound- 
ness of the project. 

The doubts have since been dissi- ) 
pated, and Professor Pritchard at- 
tributes this to the willingness of 
bankers and other financial partici- 
pants to spend real time and effort in 
preparing their talks, instead of 
handing out “canned” material to 
students attending the courses. 

At all three of the colleges this 
same admonition has been given to 
participants: organize the talks 
around your own experiences, not 
around any textbook. Use case ex- 
amples, problem discussions, and 
question and answer periods, as op- 
posed to set and formal lectures. 
Don’t make the instruction too de- 

See COLLEGE-BANKING PROGRAM—Page 94 


of the banker-taught courses, initiated this Spring 





RURAL BANK OPERATIONS COURSE 


; Kansas State College, Monhattan 





DATE SUBJECT INSTRUCTOR 
Tuesday Purposes of Banks in a Rural Evan Griffith, Chm. Bd, 
Feb.10 Community Union Nat'l., Manhattan 
Tuesday Sources of Funds; How Obtained Howard Gilpin, VP & C 
Feb. 17 lola State Bank 

Thursday Supervision & Examination of Banks W. L. Webber, VP 

Feb. 19 Security Nat’l., KC 
Tuesday Services Provided by Deposit Function G. T. Chandler, Pres. 

Feb. 24 First Nat’l., Pratt 
Tuesdey Reasons for and Function of Liquidity J. &. Hayes, Pres. 

Mar. 3 First Nat'l., Manhattan 
Tuesday Analysis of Earnings, Expenses and G. W. Snyder, Jr., Pres. 
Mar. 10 Busi Develop t Topeka State Bank 
Tuesday Commercial Loans Paul H. Woods, Pres. 

Mar. 17 First Nat'l., in Wichita 

Thursday Job of Outside Man in the Bank Dean Haddock, AVP & Agr. Rep. 

Mar. 19 Guaranty State, Beloit 
Tuesday Agricultural Loans Hoy B. Etling, VP 
Mar, 24 Fidelity State, Garden City 
Tuesday Livestock Loans Linton C. Lull, VP 
Aorit 7 Smith County State Bank 

Smith Center 
Tuesday Personal and instalment Loans L. E. Woolley, Cash. 
April 14 First State, Osborne 
B Thirsday Real Estate Loans W. A. Smiley, Pres. 

April 16 First Nat’l., Norton 
Tuesday Other Bank Services R. E. Platt, VP & Tr. Off. 
April 21 Hutchison Nat'l Bank & Trust Co. 


Tuesday 
April 28 


Tuesday 
May 12 


Tuesday 
M.y 19 


Relations with Other Banks E. A. Morse, EVP 


Citizens Bank, Abilene 


Dale R. Wells, Cash. 
First Nat’l., Parons 


L. M. Schwartz, Pres. 
Citizens State, Paola 





Internal Operations 








Bank’s Concept of Community 
Service in Rural Areas 















DATE 
Tuesday 
Feb. 10 


Tuesday 
Feb..17 


Tuesday 
“Feb. 24 


Tuesday 
Mar. 3 


Tuesday 
Mar. 17 


Tuesday 
Mar. 24 


Tuesday 
Mar. 31 


Tuesday 
April 7 


Thursday 
April 9 


Thursday 
April 23 


Thursday 
April 30 


Thursday 
May 7 





Thursday 
May 14 


BANK MANAGEMENT COURSE 
Washburn University of Topeka 


SUBJECT 


Nature of the Commercial Bank; 
its Role in Modern Society 


INSTRUCTOR 


Glenn Swogger, Pres. 
Kaw Valley Citizens State, Topeka 


John A, 0’ 


Bank Chartering & Organization; Pur- Leary 
State Bank Commissioner, Topeka 


poses and Procedures: Obtaining Funds 





s t of Conditi Analysis and W. Sewall Macferran, Cash. 
Explanation State Savings Bank, Topeka 
Sources of Income; Expenses; Net G. W. Snyder, Jr., Pres. 
Earnings and Dividends Topeka State Bank 


Bank Liquidity; Purposes & Nature 


A. A. Wolffgang, Pres. 
Legal Reserves; Investments Southwest 


State, Topeka 


Commercial Loans F. G. Weidling, VP 
First Nat'l. Bank of Topeka 


Personal & instalment Loans Cc. W. Larson, VP . 


Merchants Nat’!., Topeka 


Real Estate Loans Lioyd Ferrell, VP bse 
First Nat'l. Bank of Topeka f 
en 
Agricultural Loans J. P. Slattery, VP out 
Merchants Nat’l., Topeka 
Deposits; Checking; Savings; Services A. W. Chandler, ec 
Fidelity pgs oer ben Topeka 
Fiduciary Functions Robert C. Guthrie, VP& TO «| 


First Nat'l. Bank of Topeka 


. 


internal Operations Jack Caldwell, Cashier 
‘Nat'l, 


First ‘Topeka 


A. H. Saville, VP 
Merchants Nat'l., Topeka — 








Clearing House; Correspondent Bank 
Relations 





Tuesday 
May 19 





Thursday 
May 21 














Federal! Reserve Relations and 


o. W. _Weattey, V ee 
Monetary Policies 


Res. Bank, anes City, Mo. 


















Supervision and Examination pet M. Hi 
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HE nation’s commercial banks, 

long pre-eminent in the roles of 

both underwriters and investors 
in State and municipal securities, 
ranked among top underwriters last 
year and probably will hold such a 
position in 1959. As “consumers” 
or ultimate buyers of such issues the 
banks last year accounted for about 
40 per cent of all securities offered, 
their purchases exceeding those of 
any other single group by a wide 
margin. 

This year new long term capital 
raised by States and municipalities 
probably will set a new record at 
some $9 billion as financing of new 
schools and highways builds up; re- 
tirements of such debt will probably 
also set a record at around $3 billion. 
This will leave nearly $6 billion of 
net long term funds to be borrowed. 
Add $400 to $500 million for short 
term borrowings and the final esti- 
mate for new net borrowings for 
1959 will be something over the $6.3 
billion increase in State and munic- 
ipal gross debt registered during the 
year 1958. 

Of the 1958 total debt rise, com- 
mercial banks took some $2.5 billion. 
The next largest buyers, a group 
comprised of individuals and others 
to whom tax exemption is important, 
took $1.6 billion. All non-banking in- 
stitutions combined, comprising the 
third group of buyers, took $1.4 bil- 
lion. 

Striking changes in the outlook for 
this year probably will include larger 
underwritings by the banks but a 
sharp reduction in their activities as 
ultimate investors, and an increase 
in holdings by individuals and trust 
funds. Much of this latter increase 
is frankly estimated on the basis that 
since financing will increase and 
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This year’s outlook: larger underwritings 
but a reduction in direct investments 


The Mayor Role 0 






Banks in 
MUMCIPAL FINANCING 











Principal Bank Underwriters of New Municipal Issues* 
1958 
Chase Manhattan Bank, New York City ............eeceeeeeees $723,508,000 
Bank of America, San Francisco, California ...............e000% 500,098,000 
First National City Bank of New York City ...............0000- 468,068,000 
Deanmers “Trees Company, Mew Vork City... 6ccc ce ccesccscacsiws 355,352,000 
First National Bank of Chicago, Tlinois .......c.cccccccccccces 187,660,000 
Harris Trust and Savings Bank, Chicago, Illinois ................ 168,927,000 
Northern Trust Company, Chicago, Illinois ...............200-. 115,453,000 
Chemical Corn Exchange Bank, New York City ..............2.. 67,393,000 
Continental Illinois National Bank & Trust Co., Chicago .......... 62,588,000 
Marine Trust Company of Western New York, Buffalo ........... 53,051,000 
J. P. Morgan and Company, Incorporated, New York City ........ 51,589,000 
Security First National Bank, Los Angeles, California ............ 30,196,000 
Guaranty Trast Company, New York City ........ccccsscsseces 19,350,000 
National State Bank, Newark, New Jersey .............eeeeeeees 19,177,000 
First National Bank, Memphis, Tennessee ..................44- 18,480,000 
American Trust Company, San Francisco, California ............. 18,334,000 
*Based on issues of $500,000 or more; in co-managed issues, the amount is divided equally 
among co-managers, but each co-manager is credited with one with respect to the number of 
issues. List includes both general obligation and revenue bonds. Source: Investment Bankers 
Association of America. 








Sixteen banks underwrite nearly $3 billion in securities 


banks will buy less, in part because 
of tighter money, markets among 
other buyers will have to widen. 

Significant pending developments 
which may widen this outside-banks 
market are: 

1. Now that life insurance com- 
panies, and possibly mutual savings 
banks, always relatively small buy- 
ers of tax exempt issues, are faced 
with rising taxes (federal) under 
proposed new formulas, they are ex- 
pected to become even more conscious 
of the appeal of tax exempt invest- 
ments. 

2. Fire and casualty insurance 
companies, always fairly large buy- 
ers, may boost their purchases to a 
new record this year because of the 
prospects for higher earnings and 









an increased consciousness of the 
advantages of tax exempt bond re- 
turns in comparison with fully tax- 
able investments. 

3. Congress may pass a bill allow- 
ing mutual funds to invest in tax 
exempt securities and to pass along 
to buyers of their shares the tax 
exemption on income so derived. 

4. Individuals and custodians of 
trust funds are more conscious of 
the fact that recent low prices for 
tax exempt State and municipal 
issues, produced both by tight mone- 
tary policy and the flood of new 
exempt securities seeking markets, 
provide yields that often offer more 
advantages than do taxable issues, 
both Federal Government and high 
grade corporate issues. 
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5. Depending upon their continued 
ability to attract savings deposits, 
which is in part contingent upon a 
higher Federal Reserve Board ceiling 
for time deposit interest, commercial 
banks may invest more of their thrift 
and foreign time deposits in State 
and municipal issues. Since they may 
at the same time lighten their port- 
folio of such securities held for gen- 
eral bank investment, as loan demand 
picks up, the outlook still favors a 
cutback in overall commercial bank 
ownership of tax exempt State and 
municipals. 


UMMING up, then, in the face of 

an unparalleled flood of new State 
and municipal borrowings, largely 
for new schools, highways and other 
community facilities which have been 
estimated to call for 7 to 8 per cent 
more in expenditures this year, there 
are bullish influences which assure 
an expanding market. One bullish 
factor remains undefined: if money 
costs rise further, will some of 
this prospective borrowing be de- 
ferred? Precedent indicates it will. 
If it is, supply of bonds will be re- 
duced to compensate for any restric- 
tion in demand created by higher 
money rates. 

The large scale activities of com- 
mercial banks both as wholesalers 
and buyers of State and municipal 
securities began far back in history. 


June, 1959 


Chase Manhattan’s municipal trading desk, one of busiest spots in its bond department 


In the first place there is the tax 
exemption, which becomes more im- 
portant as taxes become more oner- 
ous. With a 52 per cent corporate tax 
rate, a 2 per cent State or municipal 
coupon is substantially equal to a 4 
per cent return on a taxable issue; 
a 4 per cent or more return can be 
similarly multiplied by two to equal 
a taxable yield. For individuals whose 
tax brackets reach into the 75 to 90 
per cent levels, tax free investments 
are about the only things they can 
afford to buy if opportunities for 
reaping capital gains at the capital 
gains tax rate are lacking. This im- 
plies, of course, that any diminution 
in inflation psychology which would 
make the stock market for a time 
less attractive could have bullish 


Holdings increase substantially 





Bank Holdings of State 
and Municipal Bonds 


Total Held 
SOGS ris Beets ee $3,651,000 
SOE eb au evve dee eu 3,873,000 
Bee) i5 oduleate ath 5,129,000 
SOO 6 eh GS in allen 12,675,000 
eee 6st FRSA ae 13,688,000 
GO 5. aie. 15,457,000* 


*June 30; other years, December 31. 
Source: Federal Reserve Bulletin, March, 
59. 











implications for the tax exempt bond 
market. 

For large banks there is the at- 
traction of underwriting State and 
municipal securities, at a smal] un- 
derwriting or origination fee which 
may be one-quarter of 1 per cent, 
plus the profit that may be had from 
retailing the same securities to ulti- 
mate buyers other than themselves. 
If the ultimate buyers do not show 
up in the numbers required to dispose 
of the whole offering, the big bank 
merely puts the unsold balance on 
its investment shelf until maturity 
date or until a shift in money rates 
makes the bonds more readily salable. 
There is often the ancillary advan- 
tage of large temporary deposits, not 
unlike those arising from Treasury 
financing. The income received from 
the employment of the temporary de- 
posits improves the ability of an 
underwriter to outbid competitors 
for particular issues. Most State and 
municipal securities are sold by com- 
petitive bidding, although some are 
placed through “negotiated” sales. 

Small banks, which usually obtain 
their State and municipal securities 
through the large bank syndicates 
(sometimes they may participate in 
underwritings), use them for invest- 
ment of relatively long term funds, 
particularly, at the present time, 
Savings deposits. Sometimes a small 

See MUNICIPAL FINANCING—Page 99 
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Four of 22 charts used as aids in controlling instalment credit department trends. Says Mr. Eaton: “Don’i§use 


CHARTING THE COURSE OF AN}: 


NSTALMENT credit carries an 
] attractive margin of profit for a 

bank as long as dollar outstand- 
ings are sufficient, average size of 
loan remains high, rate is maintained 
at adequate level, delinquencies stay 
low, and operating expenses are kept 
within bounds. If any one of these 
factors gets far out of line for any 
considerable length of time, it can 
throw the entire profit picture askew. 
Because instalment credit involves so 
many individual loans and so great 
a volume of activity, it requires only 
a small deviation from the desired 
direction of growth to produce a rela- 
tively major change in dollars-and- 
cents results. 

Experience has shown us that con- 
stant vigilance and unremitting con- 
trol are needed for profitable opera- 
tion of our bank’s instalment credit 
department. At the same time, our 
continuing need for economical oper- 
ation and the unrelenting pressure of 
detail upon our officers’ time make it 
essential that the controls be simple 
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Vice-President, First National Bank 
at Orlando, Orlando, Florida 


to maintain and easily put to use. 

Through the years we have devel- 
oped a set of statistics that provide 
the basis for such control. These fig- 
ures are duly recorded by our ac- 
counting department. The reports 
come regularly to the desk of the of- 
ficer in charge of instalment credit. 

Some bankers have the priceless 
faculty of running their eyes across 
sheets filled with numbers and com- 
ing up with thorough, well-integrated 
comprehension of the trends and in- 
ner significances recorded there. We 
shamefacedly confess that this quick 
grasp of a set of statistics is not one 
of our gifts. The interruptions and 
demands of everyday work leave 
little time or opportunity for contem- 
plative study of the bald figures. Life 
is always hectic in a department that 


makes 65 new loans on an average 
day for an annual total of $16,000,000 
notes purchased and an average out- 
standing of $12,000,000. 

We suspect that our method of 
control, though designed for the spe- 
cific problems of an instalment credit 
department, might prove equally use- 
ful if adapted to fit the situation 
almost anywhere else in a bank. Cer- 
tainly if I found myself responsible 
for managing some other bank ac- 
tivity than this one, I would expect to 
put charts to use just as effectively as 
here. 

To provide the facts essential to 
close control of instalment credit and 
call these to attention so forcefully 
they cannot be ignored, we have 
worked out a simple graphic system 
of presenting figures so that they can 
be taken in at a glance. For the years 
while we were developing this control 
method, I performed the actual chore 
of translating report figures into 
lines and blocks and marking these 
on the graphs. This was to make sure 
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‘Don’huse graphs if you are afraid to show what you have accomplished or where you are going in the future” 


that nothing significant slipped past 
me, and that no needless complica- 
tions crept in. In the interval, we 
added here and chopped away there, 
and the system has been developed 
to provide everything we need with- 
out superfluous* data. Use of the 
charts has meanwhile become second 
nature to me. So the figures are 
now passed along to my secretary, 
who promptly graphs them on a set 
of 22-by-28-inch charts maintained 
on an easel in the office. If anything 
she has graphed strikes her as sig- 
nificant, she calls my attention to it. 
As a standard procedure, I look over 
the graphs as soon as possible after 
each posting. 

All told, we have 22 charts actively 
in use. These are divided into four sec- 
tional groupings: Volume; Outstand- 
ings; Delinquency; and Operations. 

A few of the 22 charts are used 
singly, that is, for the information 
contained on the one chart. The 
greater number of our charts are 
most significant when used in con- 
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junction with others in the set, so 
that the relationship between two or 
more current figures or trends can 
be studied and thoroughly digested. 
If, for example, the graph line of 
gross income or gross expense shows 
a change in direction, we may find 
the explanation in number or classifi- 
cation of loans recently made, in dol- 
lar outstandings either total or by 
classification, or perhaps in some 
combination of these potential 
causes. This is why, after years of 
trying various assortments of com- 
bination charts, we have pretty well 
standardized upon showing only one 
or two data lines on each chart. The 
consequence is a greater number of 
sheets, with greater flexibility in put- 
ting to use the information charted. 

My partiality to graphs has 
brought a great deal of good-natured 
kidding from banker friends inside 
and outside our institution. My 
standard retort to such comments is, 
“Don’t use graphs if you are afraid 
to know what you have accomplished 
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or where you are going in the fu- 
ture.” Charts have a ruthless habit 
of disclosing the truth in terms that 
cannot be laughed off. 

There hangs in my office, just 
across from the easel of charts, 
a cartoon of several men gathered 
around a table and they are gazing 
dolefully at a wall graph that shows 
a single line. It rises at a steep angle 
and has started downward even 
faster. The chairman is saying, 
“Gentlemen, you all know why we 
are here today.” 

But our graphs have many uses. 
Their value in keeping the depart- 
ment manager informed has already 
been mentioned, and I frequently 
show them to department officers to 
illustrate a figure. Whenever they 
point to something of special im- 
portance, we also display them in our 
department meeting with appropri- 
ate explanations and comments. Re- 
peatedly they have proved valuable 
in pointing out to the bank’s manag- 
ing officers the significance of the in- 
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seus ercases See 


From left to right, standing: W. Foy, Jr.; G. Bozman; C. Malloy; A. Palmer, assistant cashier; T. W. Long; Mr. Eaton; 
G. Hartpence. Seated: R. McAlister, assistant cashier; W. Sikes, assistant vice-president 


When charts point to something needing attention, a departmental meeting is devoted to it 


stalment credit department and its 
present or future needs. Finally, 
when it is our department’s time to 
appear before the board of directors, 
the charts and easel move to the 
board room as an effective aid to 
understanding of what we are doing, 
and where we are currently heading. 


OR the simplest possible example 

of the charts as a stimulus to ac- 
tion, consider two peaks that appear 
on our graph of accounts past due. 
The first, for December 1956, dis- 
closed that the number of accounts 
5 to 30 days past due had risen from 
a normal 6 or 6.5 to 8 per cent. The 
second, for February 1958, soared to 
10 per cent. Examination shows a 
sharp reversal of this curve in each 
month following the abnormal peak- 
ing. 

Here is a typical case of “We all 
know why we are here today.” When 
those peaks came into view, we called 
together everyone responsible for 
collection efforts and pointed to the 
unwelcome sight. Forthwith they be- 
gan exerting every energy to bring 
in the delinquent payments. Over- 
time for collectors—a signal that 
they are making after-hours calls on 
past-due borrowers—took a tempo- 
rary spurt, and so did collections. By 
the end of one month after each of 
those peaks, 5-to-30 day delinquen- 
cies were down once more to the 
customary percentage, and the crisis 
was over. On the same card we show 
the over-30-day delinquencies, which 
hover in the neighborhood of one- 
quarter of one per cent. 
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That is our only graph devoted to 
delinquencies. However, we include 
in the set on our easel a columnar 
table which is posted daily, from the 
llth through the last day of each 
month. This is the only non-graphic 
card in the set of 22. On it, each 
day’s figure represents the number 
of unpaid accounts left over from the 
preceding calendar month. It enables 
us to see at a glance how well we are 
containing the potential losses and 
how much progress we are making 
in converting delinquents to current 
status by collecting. 

These are the only two sheets de- 
voted to delinquency. We never have 
discovered any way to make a sen- 
sible graph of losses, and so have 
never been able to expand this divi- 
sion of our charting. 

The next smallest division, that 
covering volume, has four charts: 
Number of Accounts; Amount; Au- 
tomobile, Personal; Secured, Mod- 
ernization and FHA, and Wholesale. 
The first two of these are the basic 
facts. The other charts merely show 
the break-down of dollar volume of 
accounts according to our largest 
classifications by type. Thus, any 
shift in amount of volume can be 
traced back to the type or types of 
credit responsible for the change. 

The largest division of our charts 
covers outstandings, for the reason 
that the principal factors affecting 
gross income are dollars outstanding 
and rate obtained. The first chart in 
this group shows total outstandings: 
One line for number of accounts, the 
other for dollars. The two sets of co- 


ordinates are so drawn that: Num- 
ber of Accounts—7,000 —$000. 

For example, the lowest line of the 
chart represents 14,500 accounts and 
$7,500,000 outstandings; the top line 
—which we still have a long way to 
go to reach—is 24,000 accounts and 
$17,000,000. 

The coordinates were thus selected 
because by our experience in recent 
years this pairing brings the two 
graph lines close together for easy 
comparison. Besides the obvious ob- 
jective of keeping both lines moving 
upward, our goal is to hold the dol- 
lar line above the number of accounts 
line, since this means that the aver- 
age size of loan is satisfactory. 


HE instalment credit department 

of course desires to keep both 
lines moving upward at as steep an 
angle as possible consistent with 
sound banking. We were compelled to 
modify this policy throughout most 
of 1957 and 1958. The reason was 
basic: Instalment loans had been in- 
creasing more rapidly than the 
bank’s deposits, and we had to put the 
brakes on this department lest it 
hurt other credit needs of the bank. 

We did not cut back our volume; 
once a bank gets the reputation of 
being a fair-weather lender in the 
instalment field, it would take years 
to repair the damage and regain the 
business lost thereby. Instead, we 
relaxed our efforts to grow and thus 
held our outstandings on a relatively 
level plateau. We took care of all cus- 
tomers on exactly the same basis as 
See INSTALMENT LOAN OPERATION —Page 96 
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A weteran financial writer takes an 
objective look at this highly 


controversial subject 


Analyzing the 
TAX EQUALITY PLAN 


HE question of the adequacy of 

bad debt reserves and, more re- 

cently, that of the “inequality” 
of their Federal income taxes as com- 
pared with largely tax exempt sav- 
ings banks and savings and loan as- 
sociations, has occupied the attention 
of commercial banks for years. Re- 
cently the Administrative Committee 
of the American Bankers Association 
put forward, with the approval of the 
ABA Executive Council, a plan to 
meet both these problems. 

First reactions to the plan natur- 
ally are along group lines; commer- 
cial bankers like it while mutual 
savings banks and savings associa- 
tions don’t. What emerges chiefly 
from a large cross section of opinion 
is that the plan is so controversial that 


By 
ED TYNG 


New York Correspondent 


it will be a long time before Congress 
will adopt it, and that even if it even- 
tually is adopted compromises will 
be so many as to radically change the 
ABA proposals. It is quite likely that 
the bad debts proposals, easier to 
enact, may be segregated from the 
“tax equality” suggestions. 

Briefly, what the ABA proposes on 
bad debts reserves is to allow all 
banks, commercial and savings, and 
savings associations to take out of 
current income, tax free, an amount 
not to exceed one-half of 1 per cent 
yearly of “non-guaranteed” loans, 
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putting this amount into reserves 
until such bad debts reserves reach 
5 per cent of total non-guaranteed 
loans, which the ABA now seems to 
consider “adequate.” 

For many years banks have been 
putting into bad debts reserves under 
authority of Internal Revenue regu- 
lations varying annual amounts based 
upon each bank’s loss experience 
over a moving 20-year average. Since 
the big loss years of the 1930’s now 
are far behind and loan loss experi- 
ence in more recent years has been 
so favorable, it is obvious that bad 
debt deserves now grow slowly, par- 
ticularly since large numbers of big 
banks have reached “ceiling,” or the 
permissible maximums allowed un- 
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Recent news headings typify the wide divergence of financial opinion on the touchy topic 
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Theirs ...then and now 


The greatest thrill in family life . . . the buying of a new home. The greatest loss .. . when 


the father is unexpectedly taken away. Federal’s Mortgage Redemption Insurance protects 
you and the family from the tragedy and heartbreak of foreclosure. 


Federal has 
a flexible plan 


you can use... 
profitably! 


You insist on fire insurance to pro- 
tect your mortgages, but the chances 
of a home owner dying during the 
mortgage period are 16 times greater, 
according to actuarial tables. 

No prudent lender takes this risk 
needlessly. 

Federal’s flexible Plans, designed 
by lenders themselves, meet the re- 
quirements of every mortgage need. 
We serve a rapidly growing list of pro- 
gressive financial institutions from 


coast to coast with these vital Plans. 

Each Plan is specifically de- 
signed to meet your exact needs and 
includes all Sales and Operational 
procedures, completely eliminating 
burdensome detail. You reduce home 
mortgage risks at no cost to your 
institution. 

Federal Mortgage Redemption 
Insurance removes the natural fears 
of a family undertaking what is 
normally its largest financial obliga- 
tion. It is persuasive proof of 
friendly interest in your customer’s 
welfare; true Customer Relations 
at its best. 

Federal also offers low-cost, in- 
dividualized group employee welfare 
plans designed for your specific needs. 


Trained service representatives coast to coast. Your inquiry is invited 


FPEDERAL 


LIFE & CASUALTY COMPANY 


WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN 


$397,778,257 
$345,686,392 
$274,433,176 


$174, 099,328 


$109, 755,913 
$64,365,352 


1953 1954 = 19551956, «19571958 


Over halfa 
century of 
personal 
protection 
service 


JOHN H. CARTON 
President 


WILLIAM P. QUINN 
Director 
Institutional Sales 





Burroughs Clearing House 











»N 


INN 


use 








WASHINGTON VIEWPOINT 





Tax Equality Fight 
Faces Stalemate 


In the interest of responsible re- 
porting, it is necessary to inform the 
financial community, and perhaps to 
disappoint old friends, by reporting 
that by all indications this Congress 
will definitely not take action alter- 
ing the relative tax position of com- 
mercial banks as against mutual sav- 
ings banks and savings and loan asso- 
ciations. 

There is a 1-2-3 pattern of logic 
which seems to at least postpone the 
day of triumph for the tax-equality 
forces. Here is the run-down: 

1. The House Ways and Means 
Committee doesn’t entertain legisla- 
tion whose net effect would be to re- 
duce the net revenue collected from 
banks. Federal cash deficits are 
mounting. The banking business 
would be embarrassed if it could be 
shown that a portion of the deficit 
was traced to bank profits. 

2. The public is likely to accept 
the view that mutual savings banks 
and savings-loan associations have 
achieved a stature similar to the 
rural cooperatives, with indestructi- 
ble advantages. The farm co-ops 
wield enormous power, and the mu- 
tual institutions bask in the sunlight 
of Congressional favor. By accepting 
the 12 per cent reserve ceiling 
adopted by Congress in 1951, the 
mutuals made their supreme conces- 
sion, and that is where they now 
stand. Their fortress is now well 
bastioned; their present attitude is 
strongly defensive and uncompro- 
mising. 

3. It is a delicate point, but the 
mutuals and the savings-loans must 
acknowledge that their main claim 
for tax-favoritism rests on the con- 
gregational nature of their organiza- 
tions. The mutuals recognize this for 
what it is, and are prepared to un- 
dergo some housecleaning to pre- 
serve the basis for their advantage. 
Chairman Brent Spence, Kentucky 
Democrat, of the House Banking 
Committee, made all this perfectly 
clear when he introduced a bill out- 
lawing the activities of holding com- 
panies among insured, stock-con- 
trolled savings and loan institutions. 
Mr. Spence, a longtime friend of the 
savings-loan industry, told the busi- 
ness leaders that any tendency 
toward becoming identified with “big 


June, 1959 


By JOHN DONOGHUE 
Washington Correspondent 


business” will certainly be applied 
as an argument against the tax ex- 
emptions enjoyed by mutual or coop- 
erative organizations. 

Tax equality lobbying is reaching 
a height of pitch and crescendo this 
year. The Bankers Committee for 
Tax Equality is in full support of the 
bill proposed by Rep. Thomas A. Cur- 
tis, Republican of Missouri, which 
would reach for full tax equality 
among commercial banks, mutual 
savings banks and savings-loans as 
to the limit of tax-free additions to 
debt reserves. The Independent 
Bankers Association has declared it- 
self in close agreement with the tax 
equality forces. 

The American Bankers Associa- 
tion, seeking a middle-ground for- 
mula, would tend to split the differ- 
ence, but efforts by John W. Reming- 
ton, A.B.A. vice-president, to appeal 
for support behind a half-way meas- 
ure appear to have brought little re- 
sponse from the principal disputants. 
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Reserve Requirements 
To Include Vault Cash 


Strongly backed by the Federal 
Reserve Board and the American 
Bankers Association, legislation to 
ease member bank reserve require- 
ments has cleared the Senate and the 
House Banking Committee and ap- 
pears to be assured of passage. 

The bill does three things: 

1. The Board is empowered to 
make regulations on allowing all or 
part of a bank’s vault cash to be 
reckoned as satisfying reserve re- 
quirements. This is most welcome to 
country banks, which find it neces- 
sary to maintain proportionately 
much more vault cash than city banks 
which have ready access to sources 
of cash. 

2. The distinction between central 
reserve cities (New York and Chi- 
cago) and other reserve cities is 
eliminated. The Reserve Board clung 
to its point that the power to crack 
down on New York and Chicago 
banks should be retained, but some 
well-directed arguments emanating 
from the First National Bank of 
Chicago prevailed. James J. Saxon, 
attorney for the Chicago bank, sim- 
ply pointed out that the world’s larg- 
est private bank is located in San 
Francisco, and in terms of bigness 





and power, New York, San Francisco 
and Los Angeles lead the league. 

3. Authority is provided to desig- 
nate lower-classification banks. There 
was no dispute about this. It simply 
permits the Reserve Board to recog- 
nize the hardiness of a small bank 
that operates in a major city, not nec- 
essarily at the fringe of the city 
limits. The Board can designate such 
a bank as a country bank, with the 
attendant advantages in required 
reserves. 

In passing the bill, the Senate 
added an amendment which alters 
the Bank Holding Company Act of 
1956 in a minor way. Introduced by 
Sen. Jacob K. Javits, New York Re- 
publican, the measure provides that 
the 12 per cent reserve required to 
be held among bank holding com- 
panies and affiliates is satisfied at 
a single level. It was made clear that 








ROCKWELL 





STANDARD 


EXPANDED RESEARCH 
MODERN FACILITIES 
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to serve: 

® Transportation—Construction 

® Agriculture—Petroleum 

© General Industry and 
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with Rockwell-Standard: 
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DIVIDEND NOTICE 





The Board of Directors has today 
declared a regular quarterly dividend 
of fifty (50¢) cents per share on the 
Common Stock of the Company, pay- 
able June 10, 1959, to stockholders 
of record at the close of business 
May 18, 1959. 
A. A. Finnell, 

April 20, 1959 Finnell, Secretary 
ROCKWELL-STANDARD CORPORATION 


Coraopolis, Pennsylvania 
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Paint covers 
America 
from stem 
to stern 


On barn sides. On boat hulls. On cars and 
houses. Wherever you look, paint covers 
and protects. 

Scores of private companies compete to 
produce paint products. This competition 
makes for a wider choice of paints at 
prices everyone can afford. 

Much money and many financial serv- 
ices are needed to make this possible. 
Commercial! banks help provide both. 

The Chase Manhattan Bank, a leading 
lender to American industry, is proud of 
the part banks play in helping business, 
big and small, better serve the nation’s 


needs for paint. 


CHASE 
MANHATTAN 
BANK 


Chartered in 1799 
Head Office: 18 Pine Street, N. Y. 15 


Member Federal Deposit Insurance Corporation 
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Future “*Mobile Citizens’’ 
Win MSU Scholarships 

Foremost Insurance Company of 
Grand Rapids presents two of three 
$500 scholarships recently awarded 
to Michigan State University sen- 
iors majoring in the university’s 
mobile home curricula. Awards are 
based on scholastic achievement, 
participation in mobile home club 
activities and financial need. ; 

One of the honored students is 
specializing in park development 
courses, another in mobile home 
manufacturing, and a third in mo- 
bile home marketing. 

¢ ¢ ¢ 
Park Operators Plan 
Continued Expansions 

In a recent survey of a nation- 
wide cross section of park opera- 
tors all indications point to even 
greater growth for the mobile home 
industry. 

Responding parks estimate an av- 
erage addition of 6.7 spaces per park 
this year, which would indicate an 
over-all total of 95,800 added spaces 
in existing parks. 

These operators expect to spend 
over $5,000 per park on improve- 
ments during 1959 — projecting to 
an estimated national total of more 
than $72-million in improvements! 

They reported spending an aver- 
age of $5,610 on 1958 improvements 
—or a projected national expendi- 
ture of over $78-million; and an av- 
erage of 8.2 spaces added per mobile 
home park — a total increase esti- 
mated at nearly 115,000 more spaces 
for a growing volume of mobile 
homes! 

Increasing interest in develop- 
ment of mobile home parks has re- 
sulted in the production of an ex- 
panded “Mobile Home Park Plan- 
ning Kit” by the Mobile Homé Man- 
ufacturers Assn. Filled with vital 
facts, data and ideas the kit is avail- 
able to businessmen - developers. 


More “Deluxe”? Deliveries 
During a recent month, 49 manu- 
facturers reported shipping 853 new 
mobile homes equipped with auto- 
matic washers, 96 with dryers, 91 
with combination washer-dryers ... 
and a number of units with food 
freezers, garbage disposals, air con- 
ditioners! And, under special con- 
tract, the first 62 ft. 12-wide mobile 
home was manufactured in Indiana 
for a customer in New England. 
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THESE INFORMATIVE HIGHLIGHTS ON ONE OF 
AMERICA’S IMPORTANT INDUSTRIES ARE 
PRESENTED IN THE HOPES OF BETTER UNDER- 
STANDING OF MOBILE LIFE... BY 


FoREMOST 


Insurance Company 
Grand Rapids 3, Mich, 








No. 1 SPECIALIST IN 
MOBILEHOME PROTECTION—————— 
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the amendment was sought for the 
multiple layer-cake organization of 
the Morris Plan system. 

The House Banking Committee 
was prompt in clearing the bill. After 
hearings, the subcommittee headed 
by Rep. Paul Brown, Democrat of 
Georgia, had approved the measure, 
prior to the unexpected appearance 
of the Javits amendment on the floor 
of the Senate. The full committee 
agreed to let the bill go on to pas- 
sage, and the Javits amendment 
would have to run its chances on the 
House floor. 

On one point there was complete 
agreement: The Federal Reserve 
must exert these new powers with 
patience and caution. Enactment of 
the bill places enormous excess re- 
serves at the disposal of the banks, 
as they are freed by the Board, par- 
ticularly in the case of the country 
banks. The House Banking Commit- 
tee would spread the changeover 
through a three-year period. 

The Senate action and House prog- 
ress indicate that very soon there 
will be a new reserve concept in oper- 


| ation, recognizing that bank holdings 


of Government securities form a 
secondary reserve which was not 
contemplated when the present sys- 
tem of reserve requirement was en- 
acted by Congress. 
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Housing Act of 1959: 
A Political Adventure 


Congress enjoys playing  tag- 
you’re-it with the President on hous- 
ing legislation. It has often appeared 
that Members, especially in the 
House, prefer to produce a bill that 
will draw a veto rather than obtain 
a grudging approval. This seems to 
apply this year, as the Senate and 
House conferees prepare to meet for 
final action on the 1959 Housing Act. 

All eyes are fastened on the Con- 
ference Committee’s action. And the 
Committee members, comprising top- 
ranking Senate and House Banking 
Commiiteemen, have their eyes on 
the White House, for it is evident 
that there are not enough votes 
available to override an Eisenhower 
veto. 

In the Senate, Majority Leader 
Lyndon Johnson, Democrat of Texas, 


| was effective in trimming down the 


| dollar figure in the Banking Commit- 
| tee’s bill, with the evident purpose 
| of passing a bill that the President 





would be able to approve. 

In the House it was a different 
story. The Banking Committee pre- 
sented a bill sponsored by Rep. Al- 
bert Rains, Alabama Democrat, 
which featured, among other things, 
a 140,000-unit public housing pro- 





gram. This bill was roundly and re- 
peatedly denounced by Administra- 
tion officials as ‘needless and extrav- 
agant,” with broad hints that it will 
be given the veto. There was an 
effort to substitute a trimmed-down 
bill offered by Rep. Herlong, a Flor- 
ida Democrat, but this was rejected. 

The principal issue at stake is the 
continuation of the Federal Housing 
Administration’s regular mortgage 
insurance program. The President 
would probably be content if Con- 
gress simply extended this program. 
There is a bill before the House to 
do just this. So it is speculated that 
a veto of the omnibus bill, failing 
to be overthrown, might well result 
in a simple FHA extension, with per- 
haps a few items thrown in for col- 
lege housing and some slum clear- 
ance. 
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Bank Merger Bill 
On Tenterhooks 


Chairman A. (for Abasalom) 
Willis Robertson of the Senate Bank- 
ing Committee took his turn at bat 
right in the midst of the Senate’s 
dispute over ambassadorial and Cab- 
inet nominations and almost before 
they knew it, the Senators passed the 
perennial bank merger bill. It was 
no surprise, however, for the Senate 
had passed the same bill in the two 
preceding Congresses, at the same 
two-to-one margin of votes. 

The bill now stands on the docket 
of the House Banking Committee, 
where it holds a routine priority. 
Prospects for ultimate passage are 
reasonably good, though the bill is 
generally expected to face harder 
going in the House than in the 
Senate. 

This is because of the alliance be- 
tween the Independent Bankers As- 
sociation and Chairman Emanuel 
Celler of the House Judiciary Com- 
mittee, taking the position that the 
Department of Justice should have 
a stronger voice in the disposition 
of bank merger proposals. 

Both the Independents and Mr. 
Celler presented their argument en- 
ergetically during Senate considera- 
tion of the bill, though their defeat 
was foredoomed. The Senate is slow 
to change its collective mind on an 
issue once settled, and there is a fine 
old tradition of accepting a standing 
committee’s judgment on an issue 
where the committee has access to 
the best expert knowledge, which 
was true in this case. 

However, the Independents and 
Mr. Celler are potent in the House. 
Members of the House tend to be 
more sensitive to the pressure which 
the Independent bankers, with a 
widely-distributed membership of 
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y ACME VISIBLE RECORDS, INC. 

n Crozet, Virginia F -659 

° Without obligation 

sd Please send Systems Bulletin #67 ACME 

a VISIBLE Alpha-Numeric System. 

" Approximate Number of Accounts______ 

d Name 

3 Title 

Bank 

a Address 

. City Zone State 

e 
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THE CHECKBOOK COVER WITH THE SLIDE-IN CLIP 


CUSTOMERS LIKE IT! seve. vali suai 
YOU SAVE THRU — of Maroon Brown Black 
Lower filler costs Blue Green 
Royal Vinyl durability 

One piece construction 


DURA-GRIP IN FLAT STYLE COVER 
This increasingly popular cover provides for 
standard ABA filler and separate register 
record.— Compact, neat, good looking. 


loast BOOK COVER CO. 


Serving banks for over 40 years 
830 Traction Ave. « Los Angeles 54, California 


Ask your distributor or write 


®U.S. Patent No. 2,488,823 





Ready for business in the 
FIRST NATIONAL BANK OF DENVER 








19 Streamlined MP-Jr. Coin Changers 


specially color-matched to Bank's interior 


Used by almost 14 of nation’s banks! Designed for 
speed, accuracy and simplicity of operation, gives 
faster customer service. A trial will convince you. 
1000 in use by Western Bank Chain. 


Sturdy aluminum with handsome hammertone finish. Remov- 
able tray with inside storage box. Capacity $125, pennies 
through half-dollars. Size: 8” x 10” x 614”. Parts and workman- 
ship guaranteed. Now in choice of 4 decorator colors: Tan, 
blue, green, and silver-grey...all with hammertone finish. 


Ask about our color-matching service for quantity orders. The lowest priced 


modern Coin Changer 


METAL PRODUCTS ENGINEERING, INC. $6 PLUS 
Dept. C, 4000 Long Beach Ave., Los Angeles 58, Calif. m™ 





some 5,000, are able to bring to bear. 
Moreover, Mr. Celler has the equiva- 
lent of a veto power over so-called 
“private bills” which every Con- 
gressman is called upon to sponsor 
in behalf of constituents having spe- 
cial problems that can only be settled 
by an act of Congress. Since he 
wields this power as head of the 
Judiciary Committee, Mr. Celler en- 
joys the status where other members 
think twice before incurring his dis- 
pleasure, just as they are careful not 
to annoy the Speaker. 

The Senate did make one conces- 
sion to the Independents. In the in- 
terest of writing a bill that the House 
might accept, the Senate put into the 
bill a clause requiring the bank su- 
pervisory agencies to notify the De- 
partment of Justice in advance when 
a merger proposal is submitted for 
approval. In routine cases, the Jus- 
tice Department has 30 days to file 
its comments; where there is some 
urgency this can be cut to 10 days, 
and in situations of real emergency 
(where a bank’s failure is considered 
imminent) there need be no notice 
at all. 

Under the Senate bill, the Attor- 
ney-General’s opinion must be con- 


| sidered by the agency in control, 


but it is not binding. The Independ- 
ents sought to stiffen this provision 
through an amendment offered by 
Sen. Joseph C. O’Mahoney, Wyoming 
Democrat. This would have provided 
for open hearings on a proposed mer- 
ger in the event that the Attorney- 
General or a bank supervisory agency 
raised objections. Senator Robertson 
resisted this amendment with much 
vigor, declaring that all manner of 
mischief would ensue if a bank con- 
templating a merger were forced to 
submit to opening up its records for 
public inspection and cross-examina- 
tion. It was on this amendment that 
the decisive two-to-one vote took 
place, upholding the Banking Com- 
mittee chairman. 

To comfort the vanquished, Mr. 
Robertson agreed to passage of an 
amendment calling upon the bank 
supervisory agencies to submit to the 
House and Senate Banking Commit- 
tees a semi-annual report on actions 
taken in merger cases. This seemed 
to please the supporters of the Celler- 
Independent position, for in their re- 
ports the agencies would necessarily 
include whatever pertinent com- 
ments the Justice Department might 
have offered. 

Senate passage of the bill was a 
personal triumph for Sen. Robertson 
and the Committee staff. The Amer- 
ican Bankers Association can also 
take a bow, but the real battle lies 
just ahead—when the bill is brought 
before the House. 
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IMPORTANT In Any California Picture 


With 105 strong, local offices in California and resources of 
more than one billion dollars, First Western Bank offers 
complete banking services throughout the state. Section by 
section — picture by picture —this progressive bank is a 
vital factor in the financial structure of the nation’s second 
most populous state. 


First Western Bank 


AND TRUST COMPANY 


Head Office: 405 Montgomery Street, San Francisco 
Southern California Headquarters: 556 South Spring Street, Los Angeles 


45, GS 
> Teust cowry 





Member Federal Deposit Insurance Corporation 
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In Michigan, 

the shortest distance 
between banks is 
National Bank of Detrovt 


85% of all Michigan items we receive are sent direct—to our correspondents. That’s a lot of direct 


sending . . . helps reduce float, provides faster final determination and quicker availability of funds. 
Wouldn't you like to enjoy the benefits of a banking relationship with us? 


NATIONAL BANK 


OF DETROIT 
Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 




















THE PERSONALITY SPOTLIGHT 











RANSOM M. COOK 


New president and board chairman 


The American Trust Company, 
San Francisco, has reestablished the 
offices of chairman and _ executive 
vice-president and made an addition 
to the top management group. 

Harris C. Kirk, president since 
1956, has been elected board chairman 
and continues as chief executive 
officer. Ransom M. Cook, who has 
been senior vice-president since 1951, 
succeeds Mr. Kirk as president. The 
executive vice-president post has been 
filled by Dwight W. Chapman, for- 
mer senior vice-president in charge 
of the bond department. Stuart A. 
Heatley has been named senior vice- 
president. 

Mr. Kirk has been with American 


D. W. CHAPMAN S. A. HEATLEY 


In senior officer posts 


Trust since 1921, the same year Mr. 
Cook joined the bank. Mr. Cook is 
presently president of the California 
Bankers Association. 

* 


New York City’s biggest bank 
merger since 1955, the consolidation 
of the Guaranty Trust Company and 
the J. P. Morgan & Co., Incorporated, 
went into effect recently with the 
staffs of both banks working around 


June, 1959 








HARRIS C. KIRK 


at American Trust, San Francisco 


the clock consolidating accounts for 
the opening of the Morgan Guaranty 
Trust Company. 

In a statement of condition pub- 
lished immediately after the merger, 
the new bank revealed capital funds 
of $512,376,429, deposits of $3,237,- 
691,331 and resources of $3,915,858,600. 

The consolidation was under the 
charter of the Guaranty Trust Com- 
pany, and six million shares of $25 
par Morgan Guaranty Trust stock 
were issued for six million $20 par 
stock of Guaranty Trust. Morgan 
bank shareholders received 1,540,000 
shares at a ratio of 4.4 shares for 
every Morgan share held. Henry C. 
Alexander, formerly chairman of J. P. 
Morgan & Co., Inc., became chairman 
and chief executive officer of the 
Morgan Guaranty Trust, and Dale E. 
Sharp, former president of Guaranty, 
became president of the enlarged in- 
stitution. It is the seventh largest 
bank in the free world. 

Ellmore C. Patterson has been 
elected a_ senior 
vice-president of 
the Morgan Guar- 
anty Trust Com- 
pany of New 
York City. A vice- 
president since 
1951 with the J. P. 
Morgan & Com- 
pany, he is one of 
six senior vice- 
presidents at the 
newly - merged 
bank. He has served with the Mor- 
gan bank since 1935, 


E. C. PATTERSON 


° 


Top level promotions at the Broad 
Street Trust Company, Philadelphia, 





have made Hubert J. Horan, Jr., 
chairman and chief executive officer, 
James D. Henderson, Jr., vice-chair- 
man, and J. Harrison Jones president. 
New senior vice-presidents are Ray- 
mond J. Erfle, Hubert J. Horan, III, 
John Mamourian and Allen C. 
Mueller. Assistant vice-presidents 
named were William A. Goff and Ed- 
ward F. R. Wood, Jr. 


° 


Mont E. McMillen has been elected 
chairman of the board and president 
of the First Western Bank and Trust 
Company, San Francisco. He replaces 
T. P. Coats who has retired from the 
post but will continue to remain in 
an advisory capacity at the bank. Mr. 





MONT E. McMILLEN 


Heads First Western Bank & Trust 


Coats has been chief executive officer 
of First Western since it was estab- 
lished in its present form in 1954. 

In a later appointment, Darwin A. 
Holway was named executive vice- 
president at the 
administrative 
headquarters of 
First Western. 
Formerly a senior 
vice-president of 
the California 
Bank, Los An- 
geles, Mr. Holway 
started his bank- 
ing career in 1934 
with the Conti- 
nental Illinois 
National Bank & Trust Company, 
Chicago. He joined California Bank 
in 1948 and was named senior vice- 
president in January of this year. 

Mr. McMillen has been senior vice- 
president and director of First Amer- 
ica Corporation, San Francisco, since 





D. A. HOLWAY 
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THE NEW FIRST EDITION 


RAND MCSNALLY INTERNATIONAL 
BANKERS DIRECTORY FOR 








Set in easy to read type 

Designed especially for faster reference work 
Complete foreign as well as American listings 
Accurately tabulated and designed for 

easy comparison of statements we 





RAND MSNALLY 


+ TE MMA TIO mE 


BANKERS DIRECTORY 


frames 1989 « eyri0n 


RAND MSNALLY 


& COMPANY 


P.O. BOX 7600 
CHICAGO 80, ILLINOIS 








June, 1958. He began his banking 
career with the Commercial National 
Bank of Los Angeles in 1920. He sub- 
sequently served with the Bank oi 
America, First Trust and Saving; 
Bank of Pasadena, and in 1954 be. 
came executive vice-president of Firs 
Western. In 1955 he was elected 
president of the First National Bank 
of Arizona and later was named 
chairman of that bank. 
* 


In the metropolitan division of the 
Bankers Trust Company, New York 
City, Edwin G. Galloway and Harold 
S. Seal have been named vice-presi- 


H. S. SEAL E. G. GALLOWAY 


Bankers Trust vice-presidents 


dents. Mr. Galloway joined the bank 
through the 1951 merger of the com- 
pany with the Commercial National 
Bank and Trust Company. Mr. Seal 
joined Bankers Trust in the merger of 
the Lawyers Trust Company and 
Bankers Trust. Named to assistant 
vice-president posts were Joseph J. 
Devine and C. Gordon Tebbitt. 


+ 


The promotion of Edgar S. Lewis 
to vice-president leads recent promo- 
tions at the Mellon National Bank 
and Trust Company, Pittsburgh. 
Named to assistant vice-president 
posts were Robert H. Smith, Roy A. 
Hunt, Jr., S. Davidson Herron, Jr., 
and Richard W. Sherman. Elmer S. 
Waizenhofer has been appointed trust 
officer. 

> 


Several staff promotions have been 
announced at the Security First Na- 
tional Bank, Los Angeles. New vice- 


| presidents include Oliver E. McGill, 
| Robert C. Struble and Joseph G. 


Stevens. Named assistant vice-presi- 
dents were R. M. Raymond, G. B. 
Truesdale, J. D. Daley and L. G. 
Smock. Richard M. Thomason has 
been named advertising manager and 
John H. Robinson, Jr., has been 
appointed manager of the press de- 
partment. 
o 


Ben H. Wooten, president of the 
First National Bank, Dallas, Texas, 
was among nine successful American 
business and professional leaders to 
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receive the annual Horatio Alger 
awards in New York City recently. 
The award goes to those men who 
were poor in their youth but rose to 
fame and fortune in adult life. 

* 


In promotions at the Citizens & 
Southern National Bank, Atlanta, 
Georgia, John Riggall has been made 
vice-president, Merriell Autrey, Jr., 
and John A. Hook have been named 
assistant vice-presidents, and George 
L. Harris has been advanced to trust 
officer. 

a 


John Exter, former vice-president 
of the Federal Reserve Bank of New 
York, has joined The First National 
City Bank, New York City, as vice- 
president in the overseas division. 

om 


B. B. Bass, president of the Ameri- 
can Mortgage and Investment Com- 
pany, Oklahoma City, Oklahoma, has 
been nominated president of the 
Mortgage Bankers Association of 
America. Election will be held at the 
association’s 46th annual convention 
in New York City in September. 
Nominated as vice-president is Robert 
Tharpe, president of Tharpe & 
Brooks, Inc., Atlanta, Georgia. Car- 
ton S. Stallard, president of the Jersey 
Mortgage Company, Elizabeth, New 
York, is slated to become second vice- 
president. 

2 


At the San Francisco head office 
of the Bank of 
America, Jack W. 
Lambert, head of 
the Northern 
California division 
of the personnel 
relations depart- 
ment, has been 
promoted to vice- 
president. An as- 
sistant vice-presi- 
J. W. LAMBERT dent at the head 

office for the past 
year, Mr. Lambert has held assign- 
ments in San Francisco for 22 of the 
33 years he has been with the bank. 





o 


Thomas W. Owen has joined the 
National Bank of Washington, Ta- 
coma, as manager of the bank’s newly- 
established investment department. 


. 

New president of the First Ameri- 
can State Bank, Wausau, Wisconsin, 
is Thomas P. Hudson. He succeeds 
the late Malcolm C. Engstrom. 


. 


Robert R. Calpass, Norman H. Rea, 
Charles N. Berents, and Robert N. 
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Why own justa 
microfilm reader? 


Now have both reader 
and printer in a single machine! 


With a reader alone your microfilm 
system works at only half efficiency. 
Yet, for little more than the cost of that 
reader you can now add a new dimen- 
PICK the document you sion to your filmed files. 

want to copy. Just dial-it-in Combining two machines in one—a 
on the big, bright screen superior reader plus an automatic printer 
—the ““Thermo-Fax”’ Microfilm Reader- 
Printer brings your microfilm system 
to life. With this machine at the heart 
of your system you make an error-free 
copy of any microfilmed document in 
seconds—whether you file on reels, cards 
or jackets, on 35 or 16mm film. And 
these enlarged copies are on sturdy, 
work-size paper—easily read, easily 
handled. Por full facts about the 
**Thermo-Fax’’ Microfilm Reader- 
Printer send the coupon. 





PUSH the button econds 


later you get an error-free 


enlargement: automatically 


seeeeee Vfinmesora )/ffinine ann ]fanuracruring company-----+++: 
«++ WHERE RESEARCH IS THE KEY TO TOMORROW 
MINNESOTA MINING AND MANUFACTURING COMPANY 
Dept. $Q-69, St. Paul 6, Minnesota 


Please send me facts on the new ‘‘Thermo-Fax"’ Microfilm 
Reader-Printer. 














Name 
THE TERM “THERMO-FAX” Company 
1S A REGISTERED TRADEMARK 
OF MINNESOTA MINING AND Address eecitiane 
MANUFACTURING COMPANY City Zone one 
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4 Steps to Better 


Check Handling 


Mechanically 





1 CODING THE ACCOUNTS 


Regardless of the machine, accounts should be coded 
numerically. Numeric account handling is faster 
through proof, sorting and posting. From your list of 
accounts, the LeFebure Coding Service Department 
will prepare the register sheets, assign the account 
numbers, prepare a cross-index. Proof numbers will 
be assigned using any of the accepted proof digit 
methods. Then you are supplied with an installation 
and operating guide to continue the operation. 


or Electronically 


2 PROVIDE SIGNATURE VERIFICATION 


Electronic posting does not alter the responsibility of 
the bank to establish validity of a check by comparison 
of the signature on the item and the signature of the 
customer on file. Posting machines do not verify sig- 
natures; yet each operator will handle more accounts 
with these new machines. With Sig-Numeric Filing, 
check signature is compared with guide label signature 
—a direct comparison and mandatory verification. 





BETTER FOR THE CUSTOMER... BETTER FORIT 


Now and in the future . . . whether you are operating 
mechanically or electronically, your customers will 
benefit from your lower operating costs that deter a need 
for increased service charges. By putting the LeFebure 
check handling procedure into operation, you will also 
be providing customers with neat, accurate statements 
and faster reference service. 
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Employees will welcome the comforts and conveniences 
they inherit with LeFebure’s check handling procedure 

. and it will be reflected in their work. Fewer inter- 
ruptions assure greater accuracy ... a better check 
handling procedure results in a lower employee fatigue 
factor . . . and operations are speeded up by having all 
records easily accessible, 
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<> PLANNING THE WORK STATION 


Any machine will operate only as fast as the operator 
will allow it to function. The time required to locate 
and insert the proper sheet, enter the proper informa- 
tion, then remove and return the sheet, is actually what 
determines machine production speed. To accomplish 
peak efficiency, LeFebure has designed a complete work 
station which reduces waste motion and _ provides 
accessibility and posting speeds never before possible. 





3 CENTRALIZING THE RECORDS 


Group posting and centralized reference provides 
machine operation that is free from interruption. This 
enables each machine operator to utilize the full speed 
of electronic posting. Inquiry handling, sorting and 
other functions are also speeded by this arrangement. 
Groups of ledgers are moved to the Postation at the 
machine, and posted. The ledgers are then returned 
to a retained space in the file. 


ORITHE EMPLOYEE... BETTER FOR THE BANK 


we 


\e 


For you . . . lower operating costs begin. immediately, 
whether you are operating mechanically or electron- 
ically. The proper time to plan for electronics is NOW 

. and enjoy all of the conveniences and cost-savings 
of better check handling, even before machine installa- 
tion. When you go to electronics, you merely switch 


machines and are in full operation. 
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epresentatives in Most Principal Cities 
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Le fFebute CORPORATION 


CEDAR RAPIDS, IOWA 
Please send complete information on the subjects checked: 


C) Planning the Work Station 
() Providing Signature Verification 


[] Account Coding Service 
) Centralizing the Records 
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Hinds have been elected vice-presi- 
dents at the Fidelity Trust Company, 
Pittsburgh. Mr. Calpass who began 
his career with Fidelity in 1920, and 
Mr. Rea who has been with the bank 
since 1950, both serve in the trust de- 
partment. Mr. Berents and Mr. Hinds, 
also trust officers, joined the bank in 
1958 and 1957, respectively. 


* 


Plans for the consolidation of the 
Peoples First National Bank and the 
Fidelity Trust Company, both of 
Pittsburgh, were announced as this 
issue went to press. The proposal 
which is to be placed before stock- 
holders of both banks recommends 
that the name of the consolidated 
bank be the First National Bank. Top 
officers would be John A. Byerly, 
chairman; John H. Lucas, vice-chair- 
man; Frank E. Agnew, Jr., president ; 
and Philip K. Herr, senior vice-presi- 
dent. Combined assets of the bank 
would be near $1 billion. 


« 


John deLaittre, president of the 
Farmers and Mechanics Savings 
Bank, Minneapolis, has been elected 
president of the National Association 
of Mutual Savings Banks. Mr. de- 
Laittre was named at the association’s 
annual conference held in Atlantic 
. City, New Jersey, late last month, 
New vice-president is Edward P. 
Clark, president of the Arlington 
(Massachusetts) Five Cents Savings 
Bank. Alfred S. Mills, President of 
the Bank for Savings, New York City, 
is the new treasurer. 


4 


New assistant vice-presidents at the 
First 


National Bank of Arizona, 


Phoenix, are Clarence S. Lay, Nor- 
man §S. Lenz, and John E. Crandall. 


7, 


Stockholder and supervisory ap- 
proval is awaited for the proposed 
merger of the Fidelity Bank & Trust 
Company with the American Fletcher 
National Bank and Trust Company, 
both of Indianapolis, Indiana. Top 
management of the merged institu- 
tion would include Frank E. McKin- 
ney as chairman, H. Prentice Brown- 
ing as president, and Harold S. Cross 
as executive vice-president. 


° 


In top management changes at the 
Central Savings Bank, Baltimore, 
Maryland, Jason W. Stockbridge has 
been elected president, succeeding 
L. Alan Dill who has retired. Ben- 
jamin F. Kenney has been named 
chairman and John H. Horst has been 
advanced to executive vice-president 
and treasurer. New vice-president is 
Charles E. Dishler. 


° 


Albert S. Puelicher who heads a 
group which has purchased control of 
the Bank of Commerce, Milwaukee, 
has been elected chairman and presi- 
dent of the bank. Frank W. Norris 
has been elected executive vice-presi- 
dent. Mr. Puelicher will retain his 
post as chairman of the Marshall & 
Ilsley Bank of Milwaukee. 


° 


In management realignment after 
the merger of the Ridgedale Bank 
and Trust Company with The Hamil- 
ton National Bank, both of Chatta- 
nooga, Tennessee, W. Roy Meyers 
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was named vice-chairman, Frank 
Morast became president, and D. B. 
Harris, Jr.. R. A. Alston, and W. G. 
Smith became senior vice-presidents. 


* 


The Irving Trust Company, New 
York City, has 
elected Wesley 
Lindow 


vice- 
president and sec- 
retary. He will 


continue to head 
the investment ad- 
ministration divi- 
sion of the bank. 
Mr. Lindow 
joined the bank 
as an economist in 
1947, was elected 
vice-president in 1948, and was named 
to his present duties in 1955. 

William W. Lyon is now assistant 
vice-president at Irving Trust. 


W. LINDOW 


2 


Roland W. Blaha has been named 
to the newly-created post of super- 
visor of state banks in Illinois. Mr. 
Blaha has been executive vice-presi- 
dent of the Commercial & Savings 
bank, Monroe, Wisconsin. 


e 


At the Bank of New York, New 
York City, Volkert S. Whitbeck has 
been promoted to vice-president, and 
Eldon H. Read, Jr., and Robin A. 
Danton were named assistant vice- 
presidents. 

* 


John A. Wargo has been named 
assistant vice-president, C. J. Bradley, 
P. T. Kettledon and J. M. Wallace 
have been promoted to assistant 
treasurers, and J. J. Cleary, Jr., has 
been made assistant auditor in pro- 
motions at The Connecticut Bank & 
Trust Company, Hartford. 


° 





Vice-President in charge of the 
Greenville, South Carolina office of 
the South Carolina National Bank is 
the new title for Avery H. Fonda. 

+ 






Clarence H. Lichtfeldt, comptroller 
and vice-president of the First Wis- 
consin National Bank, Milwaukee, 
has retired after serving the bank and 
its parent organization, the Wiscon- 
sin Bankshares Corporation, since 
1930. A past president of the National 
Association of Bank Auditors and 
Comptrollers, Mr. Lichtfeldt was the 
founder of the NABAC School for 
Bank Auditors and Comptrollers. 

. 


S. Sloan Colt, former chairman of 
the Bankers Trust Company, New 
York City, has been elected chairman 
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Every room of this beautiful structure, the Western Home Office of 
he The Prudential Insurance Company of America, is kept shining 
Ps bright by the world’s largest janitorial specialists, American Build- 

s , . 

ing Maintenance Company. The Giant Janitor works for literally 

thousands of American and Canadian business firms. He cleans 
sae windows, empties ashtrays and wastebaskets, washes and waxes 
ta their floors, often runs their elevators, cleans their machinery, and 
ee, even re-news their carpets and walls. For 50 years, American has te: alk 
nd been saving money for industry ... keeping accident rates down, CET 
m= and simplifying the gigantic job of running real property. Why not 
“ call your ABM expert for a detailed proposal for your offices? 
d Find out how much money he might save you. No obligation. Send 
he for free folder: ‘““Do You Know the Score on Janitorial Service?” 
or 

AMERICAN BUILDING MAINTENANCE CO. 

A Division of T & S Industries 

of 


Serving more than 40 cities » Address inquiries to 335 Fell Street, San Francisco 2, California or consult your telephone directory 
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of the Port of New York Authority. 
Horace K. Corbin, chairman of the 
Fidelity Union Trust Company, New 
York City, has been elected vice- 
chairman of the authority. 


co 


Frederick G. Rogers has been ap- 
pointed vice-president in charge of 
the estate planning division at the 
Fidelity-Philadelphia Trust Company. 

David C. Peet has joined the cor- 
respondent bank division of the 
Fidelity-Philadelphia Trust and will 
contact banks throughout Pennsyl- 
vania. 

o 


Leo F. Stanley has joined the Dry 
Dock Savings Bank, New York City, 
as executive vice-president. He suc- 
ceeds Kenneth Frost who has retired. 


° 


W. Hunt Dunaway, Jr., has been 
advanced to vice-president at the 
Texas Bank & Trust Company, 
Dallas. 

° 


Sam Snead, Greenbrier golf pro 
who is reputed to “bank” his golf 
winnings in tin cans that he buries 
in his back yard, recently was given 
a new depository from Lee P. Miller, 
president of the American Bankers 


Bank for Slammin’ Sammy 


Association. The presentation of the 
bank, which was actually a copper ice 
bucket, was made late in April when 
the A.B.A. executive council was 
meeting in White Sulphur Springs, 
West Virginia. In the accompanying 
photograph, Slammin’ Sammy, left, 
accepts the humorous gift from Mr. 
Miller. 


° 


Murray L. Tanner has joined the 
Fidelity Bank, Los Angeles, as presi- 
dent. He was formerly vice-president 


at the Security First National Bank 
of Los Angeles. 


° 


Elected executive vice-president of 
the Brooklyn (New York) Savings 
Bank is Philip L. Greenawalt. Henry 
D. Mohr becomes vice-president, and 
Richard Van Buren was elected vice- 
president and treasurer. 


° 


New assistant vice-president at the 
Houston (Texas) Bank & ‘Trust 
Company is M. W. Moursund. 


5 


As a high school sophomore in 
1910, William O. Ladish went to work 
for the Stafford (Connecticut) Sav- 
ings Bank as a janitor and clerk. His 
class prophecy in 1912 predicted his 
rise to the head of the bank. Mr. 
Ladish recently was elected president 
of the Stafford Springs institution. 

- 


Barney Howard has been elected 
president of the South Dade Farmers 
Bank, Homestead, Florida. 


5 


Joseph L. Marshall would become 
a vice-president, and Louis F. Ingram 
would be assistant vice-president of 
Farmers Bank of the State of Del- 





TALCOTT 


COOPERATES 


WITH BANKS 


whose customers need 
additional working capital 


When your customer’s loan needs tempo- 
rarily exceed his credit limit with you, call 
on Talcott. We'll help you retain your cus- 
tomer’s good will by working out a financ- 





LEXINGTON CORPORATION: Subsidiary of James Talcott, Inc. 


if you wish. 
Talcott’s Special Financing .. 


ing program in which you may participate 


. © Accounts Receivable (Non-Notification) 


@ Inventories @ Machinery & Equipment e Installment & Lease Sales 
e Factoring (Non-Notification & Notification) 


James Talcott, Inc. 


FOUNDED 1854 


CHICAGO 
209 SOUTH LaSALLE STREET 
Financial 6-1444 


NEW YORK 
221 FOURTH AVENUE 
ORegon 7-8000 


1870 NATIONAL BANK BLDG, 


DETROIT 
WOodward 2-4563 


10 MILK STREET, BOSTON 8, MASS., TELEPHONE: Liberty 2-6284 
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ware, Wilmington, if plans are 
approved to merge the Lewes (Dela- 
ware) Trust Company with the Wil- 
mington bank. 

* 


New assistant vice-president at the 
\lanufacturers Trust Company, New 
York City, is Robert F. Fitzgerald. 


4 


Frank A. Itgen, Jr., has been elected 
issistant vice-president of The First 
Pennsylvania Banking and Trust 
Company, Philadelphia. 

5 


John J. Balles and Edward A. Fink | 


iave been named vice-presidents at 





E. A. FINK 


J. J. BALLES 


Federal Reserve appointments 


the Federal Reserve Bank of Cleve- 
land.. Mr. Balles joined the bank in 
1954 as senior financial economist. 
Mr. Fink, a 34-year staff member, has 


been in charge of check collections.. 


ca 


Joseph E. Perry is about to resign 
as president of the Newton (Massa- 
chusetts) Savings Bank, and his re- 
tirement will bring to a close an un- 
usually active banking career. In his 
service to banking, Mr. Perry has 
been an attorney for the Massachu- 
setts Bankers Association, an incor- 
porator of the Belmont Savings Bank, 
one-time acting president of the 
Waverly Co-Operative Bank, Massa- 
chusetts Commissioner of banks, and 
former president of the National 
Association of Supervisors of State 
3anks. Since 1944, he has been presi- 
dent of Newton Savings. 


* 


Theron R. Thrall has been ap- 
pointed assistant vice-president of the 
Lincoln National Bank & Trust Com- 
pany of Central New York, Syracuse. 

cm 


New assistant vice-presidents at 
the Iowa-Des Moines National Bank 
are James R. Rasley and Keith W. 
Campbell. 


m 


In top management changes at the 
J. Maxwell Pringle & Co., Inc., New 
York City brokerage organization, 
J. Maxwell Pringle has been named 
to the newly-created post of board 
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towards Cuba 
for expansion 

pick a sound 
and progressive 
correspondent.. With a network of 26 Branches | 
this Bank is in a position to execute — 

your transactions — effectively and with 

out delay—anywhere in the island of Cube. 





For information, write or iach 
The Trust Company of Ci 


HEAD OFFICE: OBISPO 257 - HAVANA, CUBA : 3 





Resources exceed $200,000,000 














TUBULAR 
COIN WRAPPERS 


are easy to identify . . . distinctive colors 
for various coin denominations . . . extra 
heavy weight paper . . . easy to open 
and fill by machine or hand... no 
“finger-fumbling’” — or loss of time 
and tempers! 


ADDED FEATURES 
* Clear, clean printing 
® Easy to open by squeezing be- 
tween thumb and forefinger. 
@ Extra heavy Northern Kraft. 
® Norrow, strong center seam. 
* Packaged for convenient storage. 


A complete money-packaging line including: 
* CARTRIDGE COINTAINERS 
* WINDOW COIN WRAPPERS * CURRENCY STRAPS and BILL BANDS 








1 STANDARD PAPER GOODS MFG. CO. |! 

| Dept. 106 Worcester 8, Massachusetts I 

Please send free samples. of coin and money wrappers with descriptive litera- 
ture to: 

| | 

| Name ! 

| Street City State | 





STANDARD .. 


wherever 





money is wrapped! 
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chairman, William F. Sey becomes 
president and Frank W. Fell has been 
elected senior vice-president. Gordon 
L. Pattison was made vice-president 
and Harold L. Meenan, Paul C. King 
and William M. Walsh are now 
assistant vice-presidents. 
. 


Bert W. Nichols has been elected 
treasurer, and Charles §S. Allen as 
assistant treasurer in changes at the 
Standard Oil Company of Ohio, 
Cleveland. 

. 


Paul M. Brady is now assistant 
vice-president at the Peoples Trust 
Company of Bergen County, Hacken- 
sack, New Jersey. 

+ 


With the resignation of A. G. 
Biggerstaff as secretary of the Kansas 
City, Missouri, Clearing House, came 
an end to the 42-year working rela- 
tionship between Mr. Biggerstaff and 
A. Francis Roddy who has _ been 
named to succeed the dean of the 
nation’s clearing house managers. 

Mr. Biggerstaff, who actually 
started in banking in 1894, joined the 
Kansas City organization in 1916 and 
has served as secretary-manager since 
1922. The year after he joined the 
clearing house, Mr. Roddy was em- 


Celebrates 43rd year 


ployed to work after school and dur- 
ing summer vacations. The two men 
have been running the clearing house 
ever since. 

In the accompanying photograph, 
Mr. Biggerstaff is pictured at his re- 
ception in honor of his 43 years with 
the organization. 


4 


The new 
Bank lists 


Tampa (Florida) Bay 
its officers as John C. 





i 


49N and 75N with exclusive 


@ Dual electronic controls to eliminate op- 
erator fatigue. 


@ Electronic foot control. 


@ Patented friction disc to maintain high- 
speed under overload conditions. 


@ Compact streamlined styling that saves 
20% counter space. 


@ Improved coin bag holder and many other 
features. 


These famous Abbott Coin Counters, leaders 
of the field for many years, have been com- 
pletely re-engineered. setting new standards 
for speed, accuracy and ease of operation. 


Davidson, president ; Frank M. Frank- 
land, chairman; William W. Jordan, 
vice-president and cashier; and Mar- 
vin E. Essrig and Myron G. Gibbons, 
vice-presidents. 

. 


New assistant vice-president at Th« 
Chase Manhattan Bank, New York 
City, is Joseph G. Dahl. 


0 


The Title Insurance and Trust 
Company, Los Angeles, has appointed 
Edward J. Carr vice-president in 
charge of organization development. 


° 


In advancements at the Central 
Bank, Lexington, Kentucky, Robert 
E. Layman has been named president. 
H. A. Smith has been made vice-presi- 
dent and cashier, and Briney Paul has 
been made vice-president. Benjamin 
Draughn has joined the bank as vice- 
president, 

. 


The Federal Reserve Bank of New 
York City has advanced Charles A. 
Coombs and Horace L. Sanford to 
vice-presidents. 

. 


John A. Rudisill, formerly secretary 
and treasurer of 
an Arkansas life 
insurance firm, 
has been elected 
vice-president and 
trust officer of the 
Central Savings 
Bank and Trust 
Company, Mon- 
roe, Louisiana. In 
other promotions 
at the bank, Sam 
Smith was named 
vice-president and secretary, and R. C. 
Sparks was advanced to vice-presi- 
dent and cashier. 


J. A. RUDISILL 


5 


Joseph Kozlik becomes executive 
vice-president, Bernard De Haan be- 
comes vice-president and _ secretary, 
and Clifford Coyman is the new treas- 
urer in changes at the Hackensack 
(New Jersey) Trust Company. 

. 


Auditor of the American National 
Bank, Amarillo, Texas, is Everett P. 
Gray. 


+ 


Cleve F. Phipps has been elected 


ABBOTT 75N. This extra heavy duty counter 
for continuous high speed operation is rugged 
and compact. Guaranteed at more than 3000 eral Contract Finance Corporation, 
coins per minute. See these new Abbott Coin St. Louis, Missouri. 
Counters. Arrange for a trial today. i ° 


ABBOTT COIN COUNTER CO., INC. The Mechanics Savings Bank, 


Holyoke, Massachusetts, has elected 
Donald C. Mackintosh chairman, 


vice-president, and William D. Rund 
has been named secretary at the Gen- 


144th Street and Wales Avenue 
New York 54, N. Y. LU 5-1200 
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Somermes being an expert is as simple as 
knowing how to get just the information 
you need at the moment you need it. 
That is exactly what your man at the 
Irving can do for you. For through the 
Irving Trust Company there flows a con- 
stant stream of information gathered from 
a world-wide banking system. 


The sources of information are many 
and varied. The bank wire, broad tape 
ticker, credit files, and quotations from 
the trading tables daily measure the pulse 
of business. Add to this an intimate and 
timely knowledge of economic health in 
foreign countries gained through a global 
network of bank correspondents and you 
have a rich resource on which you or 
your customers can draw. 


The specific facts you want and need 
can be as near as your telephone. Look 
upon your man at the Irving as a member 
of your own staff and consult him freely. 


Through your man at the Irving: Fast 
Transit Service. World-wide Collections. 
Credit Information. Portfolio Analysis. 


-- Experienced Consultation. Safe Keeping 


of Securities. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $135,000 


,000 


RICHARD H. West, Chairman of the Board 
Domestic Banking Division—Joseph S. Moss, Senior Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


June, 1959 


Total Assets over $1,600,000,000 


GrorGE A. Murpny, President 
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Harold P. Kelley president, and 


Wayne Alderman treasurer. 


5 


John F. Marten has been elected 
president of the Great Western Finan- 
cial Corporation, Los Angeles. Others 
promoted were James C. Greene, vice- 
president and_ secretary; Monroe 
Morgan, vice-president; and Jack E. 
Simons, controller and _ assistant 
secretary. 


5 


Donald L. Barnes has been elected 
chairman of the American Invest- 
ment Company of Illinois, St. Louis, 





Use high quality Brandt 


coin wrappers 
and 


bill straps 
t they have everything 


—" 


BRANT 


COIN HANDLING PRODUCTS 


® Fine, strong kraft paper 

@ Firmly sealed seams 

® Made to exacting specifications 

®@ Neat, clear printing 

® Complete range of distinctive colors 


For detailed information and free 
samples, fill tn the coupon. 














a 

Brandt Automatic Cashier Co. | 

515-517 First Street, Watertown, Wisconsin | 

Kindly send free somples of your coin wrappers ] 

* and bill straps as well as detailed information in | 

connection therewith. | 

PN as can idcaciodiceksss Somcsaiisincaibscalecaptionsealicebaestapsisinbeignehdasinane | 

Street | 

* City... Stote | 
**Brandt'' and ‘‘Cashier’’ registered United States 


Patent Office and Canadian Trade Marks Office. 
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L. M. CURTISS 


D. L. BARNES 


New duties in St. Louis 


Missouri. Mr. Barnes founded the 
firm 42 years ago. He will remain as 
chairman of the executive committee. 
Succeeding Mr. Barnes as president is 
Lawrence M. Curtiss, former first 
vice-president. Donald L. Barnes, Jr., 
has been elected executive vice-presi- 
dent. 
5 


The State Bank of Fall Creek, Wis- 
consin, has named Ralph H. Wise 
president. 

. 


L. W. Enslin has been named presi- 
dent, and J. S. Hoffman has been 


promoted to vice-president at the 
Conneaut (Ohio) Bank and Trust 
Company. 


Assistant vice-president is the new 
title for William Ellis at The National 
Bank of Wyandotte, Michigan. 


* 


William M. Boston has been elected 
vice-president of the First National 
Bank of Lawrence County, New- 
castle, Pennsylvania. 


° 


President of the recently proposed 
Dell City (Texas) Bank is Charles 
Thomas. 

> 


Reuben Golin has joined James 
Talcott, Inc., New York City, as vice- 
president. 

. 

Newly-elected chairman of the 

Frontier Bank, Covelo, California, is 


Ira J. McLimans. John D. Rohrbough 


has succeeded Mr. McLimans as 
president. 
. 
Ernest Kanrich is now financial 


vice-president of the Percy Wilson 
Mortgage & Finance Corporation, 
Chicago, Illinois. 

o 


The Bowery Savings Bank, New 
York City, has named Herbert Schef- 
meyer assistant vice-president. 

S 


Officers of the newly-organized 


First State Bank of Westminster, 
Colorado, are John C. Murphy, chair- 











man; Ivan L. Woodring, president; 
and Walter M. Spuhler, cashier. 


5 


Alexander W. Steinmetz has joined 
the Genessee Merchants Bank & 
Trust Company, Flint, Michigan, as 
comptroller and general auditor. 


° 


New assistant cashier at the Ama- 
rillo (Texas) National Bank is Grady 
L. Boyd. 


5 


At the Milford (Massachusetts) 
National Bank and Trust Company, 
Shelley D. Vincent has been named 
president, and Howard F. Celley has 
been made vice-president. 


+ 


Two promotions have been made 
in the bond department of The First 
National Bank of 
Memphis, Ten- 
nessee. Albert L. 
Johnson, field 
representative for 
Mississippi and 
adjoining states, 
was named vice- 
president. O,Stu- 
art McCown, III, 
was made assist- 
ant cashier. Mr. 
Johnson has been 
with the bank since 1946 and two 
years ago was named assistant vice- 
president. 


A. L. JOHNSON 


5 


Julius Spector has been elected 
vice-president at the Factors Cor- 
poration of America, Philadelphia. 


- 


Assistant vice-president is the new 
title for Robert E. Richardson, Jr., at 
the New Britain (Connecticut) Trust 
Company. 

* 


Diebold, Inc., Canton, Ohio, has 
named Cecil Heilman vice-president 
in charge of manufacturing. 


+. 
Fred A. Palmer, Jr., has been 
elected president, succeeding J. T. 


Suggs who has been named chairman 
at the First State Bank, Clute, Texas. 


4 


New treasurer of The Exeter (New 
Hampshire) Banking Company is 
Robert T. Sheldon. 


a 


In promotions at the Security Fed- 
eral Savings and Loan Association, 


Burroughs Clearing House 














Man on a white charger... 


There’s no sharp ending to a banker’s 
day. As often as not, the average 
banker finds that five o’clock brings 
only a new cycle of duties and 
responsibilities. 

He’s the man his neighbors look 
to for leadership. To take charge of 
the community fund drives. To 
raise the money for the new school. 
They expect so much more than just 


Member 
Federal Deposit 
Insurance 
Corporation 


the answers to their financial prob- 
lems. And most bankers give so much 
more than just financial answers. 
It’s small wonder that many people 
regard the banker as a kind of 
hero ...a kind of knight on a white 
charger!!! 
oe 

At City National, we serve many 

bankers around the country. We act 


as their eyes and ears in the Mid- 
west. We use our facilities to get the 
information they need. We help 
them give their customers the kind 
of service they want to give. 

Maybe you, too, could use a strong 
partner in Chicago. If you’d like to 
learn of the service we can give, why 
not phone us. We’d like to do busi- 
ness with you. 


Cirinrw WATIONAL BAN K 


AND TRUST COMPANY OF CHICAGO 


208 South La Salle Street > FRanklin 2-7400 














from checks to computers 
theres a 


BURROUGHS [{/(ci! PROGRAM 


for any 


system of automation 
you choose , _# 


*Magnetie Ink Character Recognition 
What does the Burroughs MICR Prograin mean to you? veteran Ee eee ee 






















It’s an all-inclusive program that offers com- 
plete professional counsel and all the advanced 
equipment necessary to provide you with a 
successful automation program exactly suited 
to your needs. It gives you any or all facets of 
automation—preparation, processing and ac- 
counting—from a single source. 


Everything from the design, manufacture and preparation 
of checks to high-speed automatic data processing on Bur- 
roughs proved electronic computer systems. 


Burroughs nation-wide facilities for 
Off -Premise Printing ... world’s 

largest network of plants. 
Everything including professional assistance and _ unrivaled 


banking experience to guide you in systems planning and 
development, account numbering, personnel training, customer 
education, equipment installation. 


Everything to answer that vital immediate need: 
Filling your “pipelines” with E-13-B magnetic- 
ink encoded documents. 


For the faster they are filled, the faster you'll be 
able to realize the tremendous efficiency and the 
solid savings that go hand in hand with the equip- 
ment and services in Burroughs MICR Program. 





Get details now. Call our nearby branch. Or 
write Burroughs Corporation, Financial Sales Depart- 
ment, Detroit 32, Michigan. 


Burroughs Imprinter for 
On-Premise Printing. 


70 Burroughs Clearing House 



















Burroughs Sensimatic 
Bookkeeping Machine. 





Burroughs Amount 
and Account Number Printer. 






Burroughs Electronic Bookkeeping 
Machine with optional 
Automatic Reader. 









Burroughs Proof and Distribution 
System with Amount Printing. 






Burroughs Electronic Bookkeeping Machine 
with Automatic Statement Processing. 






Burroughs Sorter-Reader. 












Burroughs 





Burroughs 
Corporation 


NEW DIMENSIONS / IN ELECTRONICS AND DATA PROCESSING SYSTEMS” 





Burroughs Electronic Computer. 


June, 1959 
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Alice, Texas, Homer E. Dean, Jr., 
was named chairman, Paul C. Barker 
was elevated to president, H. Chilton 
Cook, Jr., became vice-president and 
secretary, and Ingie Cook is now 
treasurer. 


e 


The Nonotuck Savings Bank, 
Northampton, Massachusetts, has 
named Sterling R. Whitbeck presi- 
dent. 


e 


Robert E. McLaughlin has been 
appointed president of the Piscataqua 


Savings Bank, New 


Hampshire. 


Portsmouth, 
« 


At the First National Bank, Dewey, 
Oklahoma, Glenn B. Schuber is new 
president. 


4 


Louis E. Nelson, president of the 
First National Bank of Maywood, 
Illinois, has been awarded the Treas- 
ury Department’s highest individual 
recognition for service in the promo- 
tion of United States savings bonds. 
Mr. Nelson’s bank has compiled a 








STRAYER 


Steel Storage Files 
Utmost in Safety 
Positive Drawer Stops 
Vertical and Horizontal Rigid 
Stacking—Automatically 


Bank Supplies 
Since 1914 





Easy to install [Made any size you specify) —6 colors 


5 - Styles 
R—Non Roller 
RB—Stee!l Bearing Wheels 
NR—Nylon Rollers 

NRGL—Combination Nylon 

Rollers and Glide 

NGL—Nylon Glide Only 





AUTOMATIC 
NO PASTING 








“Easy Snap" collapsible corrugated paper file boxes 
Available 175 stock sizes 





Coin Bags 
Boxes 
Trays 

Wrappers 

Teller Chests 

Note Cases 

Sorters 





We solicit your inquiries 


STRAYER COIN BAG CO. Inc. — New Brighton, Pa. 














THE AMAZING NEW 
ALL-PURPOSE DINNERWARE 
100% TRUE CHINA 
IN FOUR BEAUTIFUL PASTEL SHADES 
GAY—COLORFUL—OVENPROOF 





NEW ACCOUNT OPENER 


@ A SELF LIQUIDATING PLAN TO OPEN 


DEPOSITS FOR CURRENT ACCOUNTS 


SMITH BROTHERS ENTERPRISES 


NEW ACCOUNTS AND INCREASE 


@ GUARANTEED SALE 


WRITE FOR 
DETAILS AND SUCCESS STORIES 


Box 65, LAMONI, IOWA 











Wins savings bond award 


remarkable record in savings bond 
sales in recent years. Mr. Nelson has 
been general chairman of the May- 
wood area savings bonds committee 
for over 13 years. Shown at the pres- 
entation of a plaque in the accom- 
panying photograph are, from left to 
right, are T. Merle Paul, state direc- 
tor in the savings bonds division state 
office; Mr. Nelson, and Walter’ J. 
Lozier of the state office. 
+ 


the Patrick 
Virginia, is 


New president of 
County Bank, Stuart, 
W. P. Fulton. 


€ 


Willis R. Opitz has been elected 
president of the First National Bank, 
Elkhorn, Wisconsin. 

7 


Vice-president and special repre- 
sentative is the new title for Russell 
S. Rhodes at the Home Federal Sav- 
ings and Loan, Tulsa, Oklahoma. 

. 


New president of the Kirbyville 
(Texas) State Bank is Gerald H. 
Smith. 


5 


New chairman of the Maplewood 
(Missouri) Bank and Trust Company 
is William V. Rabenberg. 


+ 


The First National Bank of George- 
town, Texas, has named William R. 
Eanes, president. 

° 


New president of the Farmers 
Bank of Kutztown, Pennsylvania, is 
Joseph A. Snook. 


4 


Augustine Legoretta, general man- 
ager of the Banco Nacional de Mexico 
S.A., Mexico City, has been elected 
president of the Bankers Association 
of Mexico. Francisco F. Maldonado, 
general manager, Cia. General de 
Aceptaciones S.A., Monterrey, has 
been named as the new vice-president 
of the Mexican association. 


Burroughs Clearing House 
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THE NEW ENGLAND STORY ~A REPORT FROM Lhe FIRST In 7s 175th YEAR 


§ ¢ MMel 








In the age of the quill pen clerks laboriously re- 
corded the Bank’s every transaction by hand. 


In the electronic age The FIRST’s new data process- 
ing system (biggest in banking) could record all the 
transactions for the year 1784 in less than 30 seconds. 





JUST OVER 175 YEARS AGO... 


Governor John Hancock signed the charter for New England’s first bank. To the 
shrewd merchants of 1784, the bank meant a new source of funds to open wider 
horizons of trade. From this trade came new industries, new wealth, and the bank 
continued to find new ways to put this money to work. It helped its customers set 
off the industrial revolution ... launch the great clipper ships . . . push the rail- 
roads across the continent ... lead New England into a promising new era of 
plastics, chemicals, electronics, atomics. 


Today, The First National Bank of Boston can look back on a career that spans 
the entire commercial history of the United States. From this vantage point the 
proud achievements of New Englanders come sharply into focus. This is the story 
The FIRST will tell in its 175th year. The story of New England. A story of crea- 
tive people building a nation ... and of a bank that has grown in strength and use- 
fulness ever since that nation was born. 


175 YEARS OF PROGRESS WITH NEW ENGLAND 


June, 1959 





FIRST 


NATIONAL BANK 


BOSTON 


1754 IQ59 


3 ‘a 


aoe a esas rasp me met ses see phe So stttvs | 
mber of the Federal Deposit Insurance Corporation 


73 














Services in the Big World? 


Do you offer your customers a full, competitive range of foreign 
banking services? You can, when you use Chemical’s com- 
plete world-wide facilities. 


As is the case with our correspondents in the United States, 
our overseas correspondents (who maintain more than 50,000 
offices abroad) know the local situation as no one else can. 
These banks are carefully selected by us to provide you and 
your customers with the best possible service on Letters of 
Credit, Collections, Remittances, Credit Information and 
Trade Development. 


Get that extra measure of world-wide banking service— Gold 


Medal Service—by making Chemical your active New York 
correspondent. 


CORN EXCHANGE 
BANK 


. Founded 1824 
\“= DE 


165 Broadway, New York 15 


P. S. A note from you will bring re- 
cent issues of our informative 
International Economic Survey. 


Burroughs Clearing House 











use 














INTERNATIONAL 








World Bank’s Reserves Up 

The latest quarterly report of the 
International Bank for Reconstruc- 
tion and Development should spur the 
efforts of the numerous development 
banks already formed and in the 
process of formation for aid to key 
world areas. 

The World Bank’s report for the 
first nine months of the fiscal year 
revealed that reserves had increased 
by $51 million, to reach a total of 
$400.6 million. Included in the in- 
creased reserves were net earnings of 
$33.5 million and loan commissions of 
$17.6 million for the nine months 
ending March 31, 1959. 

Gross income, excluding loan com- 
missions, was $89 million. Expenses 
totaled $55.5 million and included $48 
million for interest on the Bank’s 
funded debt, bond issuance and other 
financial expenses. 

During the period, the IRBD made 
22 loans totaling $514.5 million. Bor- 
rowers were from Austria, Brazil, 
Ceylon, Colombia, Costa Rica, Den- 
mark, Ecuador, E] Salvador, Finland, 
India, Japan, Peru, South Africa, 
Sudan and the Federation of Mayala. 

As of March 31, the World Bank 
had made 226 loans in 49 countries. 
Its commitments were $4.3 billion. 
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Special Training Program 

The rural bank movement has been 
growing by leaps and bounds in the 
Philippines, adding import to the In- 





Philippine Central Bank Director Espiritu welcomes new student group 


Hard-hitting course concentrates on rural bank problems 


stitute of Rural Banking, the educa- 
tional arm of the Central Bank Rural 
Banks Administration. 

The Institute, under the able su- 
pervision of Central Bank Director 
Augusto F. Espiritu, has been in 
operation a little over 18 months. In 
that short time, it has trained scores 
of rural bank representatives from 
all parts of the country on manage- 
ment needs. This has been done 


Foreign students take advantage of cooperative effort 


East Pakistan trainee A. M. Shmadin Haidder describes loan techniques 
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through in-service training of pros- 
pective personnel of newly opened 
rural banks and also through a spe- 
cial six-week course designed for key 
personnel of the banks. 

The latter is conducted at Manila, 
under the Central Bank’s guidance. 
Educational Director Martin R. 
Olive and his faculty of rural bank 
experts discuss banking principles 
and operations, accounting, law, eco- 
nomics and public relations. The last 
two weeks of the course are set aside 
for field trips to various rural banks, 
to show the students the actual me- 
chanics involved in administrating a 
rural bank. 

In the near future, the Institute 
will offer an advanced six-week 
course, intended to give the students 
an even better grasp of administra- 
tive techniques. 


° ° + 


Banking Phenomenom 

Martins Bank Limited’s tiny cattle 
market branch at York, England, 
provides an excellent example of 
those extra services that have helped 
humanize banking. 

The busy branch has been handling 
the local weekly sales of Irish cattle 
for nearly 40 years. Some days as 
much as £100,000 ($281,000) will 
change hands. Most of these trans- 
actions are by word of mouth. No 
receipts or signatures are issued. 
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Bargains between the farmers and 
the Irish dealers are sealed by the 
traditional fashion of smiting the 
hand. 

On a typical Thursday, according 
to a recent article in Farmers Week- 
ly, the bank clerks open for business 
at 10 a.m. They find out how many 
cattle have come over from Ireland 
to market, usually 1,000 or more; 
pay the rail charges on them; and 
sort out how many belong to each 
dealer. 

Shortly afterwards the farmers 
start coming in to report that they 
have purchased so many head from 
such a dealer at a certain price. The 
clerk records the transaction on the 
dealer’s tally slip. This goes on all 
day. At various intervals, hired 
hands, as shown above, will come in 
requesting odd amounts as advances 
for certain dealers. These payouts 
are also entered on the tally sheets. 

That night the bank sends its 
drafts to Dublin for credit to the 
various dealer accounts. Once these 
are posted, the bank must meet them. 
These payments, meantime, are made 
against uncleared checks or the word 
of a farmer that he will post payment 
in a day or two, the article adds. 

Fortunately, no dealer has ever 
challenged the figures presented to 
him, or has any farmer failed to send 





Farmers Weekly 


York branch, Martins Bank Limited, York, England 


Bank clerk hands hired hand advance per dealer’s request 


in his check. All parties have a great 
deal of faith in each other, making it 
a bit easier for the clerks. They have 
no redress should someone claim an 
error. They are on their own. 
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Yugoslav Trade Bank 
Controls Foreign Activity 


The foreign trade organization of 
Yugoslavia is in contrast with that 
of other communist countries, ac- 








AUSTRALIA OFFERS 
opportunities for industries 


United States investment in Australian industry already totals 
over 500 million dollars. With its rapidly expanding local market 
and proximity to South-East Asian markets, Australia continues 
to provide opportunities for industries. 














If you are inter- 
ested in Australia 
and require indus- 
trial, economic, or 
marketinformation, 
you are invited to 
use the compre- 
hensive facilities of 
the Bank of New 
South Wales, the 


oldest and largest 


commercial bank operating in Australia, New Zealand, Fiji, 
Papua and New Guinea, with over 1,000 branches and agencies, 


BANK OF NEW SOUTH WALES 
ESTABLISHED 1817 


Head Office: Sydney, Australia 
International Division — John W. McEwen, Manager. 
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cording to an article in Foreign 
Trade, published by the Canadian 
Department of Trade and Commerce, 
Ottawa. 

In reporting on conditions in 
Yugoslavia, K. F. Osmond, commer- 
cial secretary in Rome, points out 
that government control of exports 
and imports is limited to the prep- 
aration of broad annual plans and 
the formulation of general laws to 
guide economic activity in such a 
way that it does not run counter to 
these plans. 

Co-ordinating the activities of the 
several official bodies involved in for- 
eign trade is the responsibility of the 
Committee for Foreign Trade, which 
was established in 1956. Among 
other things, it prescribes the terms 
under which credit transactions are 
carried out abroad; approves barter 
deals; determines export and import 
instruments; decides on the amounts 
of foreign exchange sold by the Na- 
tional Bank to commercial organiza- 
tions at the various exchange offices: 
and undertakes other measures to 
promote the exchange of goods with 
other countries. 

Financial control, Mr. Osmond 
adds, is exercised by the state bank- 
ing organization, consisting of the 
National Bank of Yugoslavia, the 
Yugoslav Foreign Trade Bank, and 
the Investment Bank. The Foreign 
Trade Bank, was also established in 
1956. It engages exclusively in han- 
dling foreign business and interna- 
tional payments for the accounts of 
firms carrying on foreign trade. All 
payments for goods exported or im- 
ported go through it. The bank grants 
short-term dinar and foreign ex- 
change credits to firms engaged in 
foreign trade and makes loans for 
transactions requiring long-term 
financing, such as shipbuilding and 
construction contracts undertaken by 


Burroughs Clearing House 
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“We thought we were 
taking a chance when 
we built our new 
drive-in branch ina 
new commercial area 
away from the main 
= thoroughfares,” says 
Mr. Edward D. Sacks, 
Vice President of 
Maryland’s Bank of 
z . Bethesda. 

“But it certainly paid off. New deposits attributable to 
this facility already exceed $1,000,000. Customers say 
it’s our uncongested location that makes banking with 
us so pleasant. What we feared might be a disadvantage 
has turned out to be one of our greatest assets. 

“The entire cost of the installation was $97,000, includ- 
ing land, building and equipment. We anticipated it 


Oft-beat, side street location pays off 
for the Bank of Bethesda 






would pay for itself in five to six years, but our better 
than 15,000 cars monthly average has already cut our 
estimate on pay-off to three years. 

“We looked at all the drive-in windows before deciding 
on Mosler. You can’t ignore exclusive features like 
Mosler’s draft-proof deposit drawer and constant, hi-fi 
speaker-microphone system. As a matter of fact ours is 
strictly a Mosler operation. In addition to four drive-in 
windows, we decided on a Mosler walk-up window, day 
and night depository and money safe. 

“We’re looking forward to opening another branch in 
a couple of months. You can bet it will be Mosler 
equipped.” 

Problem Solving—A Mosler Specialty. From auto bank- 
ing to the largest bank vaults, Mosler design and manu- 
facturing experience is at your service. Write for 
Mosler’s “AUTO BANKING IDEA BOOK” and information 
on any banking problem involving banking equipment. 


Integrated banking equipment by 


THE MOSLER SAFE COMPANY 


Dept. N, 320 Fifth Avenue, New York 1,N.Y.+ World’s Largest Builders of Safes and Vaults...Since 1848 
In Canada: Mosler-Taylor Sales Ltd., 145 Front Street East, Toronto, Canada 
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NEW ZEALAND 


Over the past 93 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of eco- 
nomic and financial conditions in 
these two greatly expanding nations. 


More than 770 Offices through- 
out New Zealand and Australia 
provide up to date information on 
the local outlook and offer facilities 
for every type of transaction. 


THE COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


FOUNDED !1866 


Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA, 


Chief New Zealand Office: 
328-330 Lambton Quay, WELLINGTON. 





Early last month a dozen top-level business and financial experts from Japan visited the Amer- 
ican Bankers Association’s headquarters in New York City. It was the first stop on a six-week 
whirlwind tour of banking and financial centers around the U.S. The visit, under the sponsorship 
of the International Cooperation Administration and the Japan Productivity Center, is intended 
to give the group a better grasp of the interrelations between business outlook and monetary 
and fiscal policies. Shown above are: Group leader Fumio Aoba, director and manager of the 
research division, the Fuji Bank, Tokyo; Masao Baba, assistant professor, Wakayama University, 
Tokyo; Jiro Fukushi, sub-manager, coordination department, Marubeni-lida Co., Tokyo; 
Kisaku Kinoshita, counselor, The Bank of Fukoka; Shigenobu Mitomo, sub-manager, economic 
research department, The Tokai Bank, Nagoya; Nagasada Miyawaki, general secretary, Showa 
Dojin Kai, Tokyo; Ko Murano, lecturer, international economics, The University of Tokyo; 
Motohiko Nishikama, assistant chief, research department, The Bank of Japan, Tokyo; Shiro 
Sugai, director, general reference division, National Diet Library, Tokyo; Nobuo Tomonaga, 
director, Kansai Electric Power Co., Osaka; Ryoichi Tomoyasu, chief, tabulation divisions, 
statistics bureau, Prime Minister’s Office, Tokyo; Tomoo Yano, senior research officer, Economic 
Research Institute, Tokyo. Acting as interpreters for the group were Y. Arai and I. Ueda. 


Japanese visitors study monetary policies on U.S. tour 











For over 77 years, Japan's largest 
financial institution has fostered 
international trade and commerce. 
If you need a helping 

hond in Japan, contact... 


rm FUJI BANK“ 


Head Office: Chiyoda-Ku, Tokyo 
Overseas Offices in London, Calcutta 

Branches Throughout Japan 
New York Agency: 42 Broadway, NYC 
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Yugoslav firms abroad. It can also 
grant credits for emergency pur- 
chases of new materials or machines 
when they are needed. 

Normally, 99 per cent of the for- 
eign exchange earned by Yugoslav 
exporting enterprises has to be sur- 
rendered to the Foreign Trade Bank 
at the “settlement” rate. This varies 
slightly with the different currencies 
but is about double the official parity 
rate, he continues. This bank sells 
foreign exchange at the settlement 
rate, mainly for the import of essen- 
tials. Individuals and firms that re- 
quire foreign exchange to buy non- 
essentials may purchase it at auc- 
tions that the National Bank organ- 
izes for this purpose. The cost of ex- 
change varies from week to week, 
but it is always very high. Sometimes 
it reaches 10 times the official parity 
rate of $1 for 300 dinars. The bulk 
of trade is carried on at the settle- 
ment rate. 


and endorsed by the Ceylonese Na- 
tional Council of the International 
Chamber of Commerce. He is chair- 
man of the former body. 

A primary purpose of the DSB is 
to create an environment for in- 
creased productivity of labor and 
most other factors of production, 
says Mr. Loganathan. Under his 
plan, which is detailed in the 75- 
page study, all levels of society will 
be given the incentive to participate 
in the development of their econo- 
mies. 

The principal features of the plan 
are: Employees and employers would 
make compulsory and/or voluntary 


Productive use of capital 
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DEVELOPMENT |} 
SAVINGS BANK |] 


Development Savings Bank 
The political philosophy and social 
and economic policies of most gov- 
ernments in Asia are especially 
suited to a new program designed AN INSTITUTIONAL DEVICE TO PROMOTE 
. ECONOMIC DEVELOPMENT AND ASSIST IN THE 
to speed up economic development, PROVISION OF SOCIAL JUSTICE IN ASIAN COUNTRIES 
according to C. Loganathan, general WITHIN THE FRAMEWORK OF DEMOCRACY 
manager, Bank of Ceylon, Colombo. 

Mr. Loganathan, who has formu- 
lated the Development Savings Bank 
idea, outlined the major aspects of 
the plan in a booklet just published 








C. LOGANATHAN 





PUBLISHED BY THE CEYLONESE NATIONAL COUNCIL 
INTERNATIONAL CHAMBE® OF COMMERCE 





Burroughs Clearing House 
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contributions to the joint stock pool 
used for projects; contributions 
would be considered as part of reg- 
ular income tax payments to the gov- 
ernment; portions of foreign aid 
grants would be channeled into DSB 
projects; and the DSB would raise 
additional funds through domestic 
and foreign loans. 

The program, Mr. Loganathan 
adds, provides the means by which 
the unbalanced and undemocratic 
capitalist form of society, as it ex- 
ists in Asia today, could be con- 
verted into a social democracy well 
geared for economic development. 
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West German Outlook 
Good; Few Setbacks 


Those who have come to expect the 
West German economy to reach new 
highs each year have not been disap- 
pointed, according to a recent study 
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Exports up, future bright 


by the Chemical Corn Exchange 
Bank, New York City. 

In its latest International Eco- 
nomic Survey, which is devoted to 
West Germany’s progress, the bank 
points out that the economic outlook 
for 1959 can hardly be termed as 
anything but good. 

Especially is this true in regard 
to the country’s external accounts, 
it adds. During the past year, exports 
continued to set new records and a 
trade surplus of $1.4 billion was 
earned. As a result, another large 
surplus was recorded in the balance 
of payments and the gold and foreign 
exchange reserves soared past the 
$6.3 billion mark. 

The report details the various 
phases of the economy, showing the 
major growth areas. It also covers 
weaker segments of trade, such as 
coal, steel and textiles where adjust- 
ments are being made. 
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Changing British Scene 


1958 was epochal for British bank- 
ing since gross deposits of the 11 
London clearing banks reached £7.2 
billion ($20.2 billion). This is the 
highest figure ever reported. Since 
the end of World War II deposits 
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have increased by £2,349 million 
($6.7 billion) or approximately 48 
per cent. Such a change has naturally 
left its imprint upon the asset struc- 
ture of the system, which in turn has 
been due in large measure to the 
changed climate within which the 
banks now operate. 

Since 1945, British banking has 
passed through four main phases, 
and is now in the fifth phase. The sys- 
tem as it evolved to the end of 1945 
reflected the influence of war. But 
many restrictions imposed during the 
war were necessarily continued 
through the ensuing reconversion 


period until early 1951. The banks 
were asked to restrict bank credit 
for speculative purposes and for the 
finance of hire purchase facilities. 

This period also included the abor- 
tive 1945-47 Dalton program for gov- 
ernment cheap long-term interest 
rates. Beginning in the Spring of 
1951 and at the time of that year’s 
crisis, the banks were “requested” to 
intensify their efforts to cull the es- 
sential from “inessential’” loans, giv- 
ing priority to export and defense 
loans, over loans for home consump- 
tion. 

In July 1955 the Chancellor asked 











BECAUSE 


advantages: 


based on local credit) ; 


advices, etc.) 


Ecuador. 





LA PREVISORA 


National Bank of Credit 


Head Office and Three Local Agencies in Guayaquil, Ecuador 


Main Branch and one local Agency in Quito 


Other Branches in: CUENCA, MANTA, RIOBAMBA, AMBATO, LATACUNGA 
and Correspondents in every important town of the country. 





WE HANDLE 


66% 


of the collections entrusted 
to Ecuadorean Banks, 


your collections enjoy the following 


1) Prompt reimbursement through our large capacity for credit facilities 
to approved local customers (most foreign trade in this market is 


2) Complete credit report service on the drawees (by our special Credit 
Division), for you and your customers’ benefit; 


3) Handling your transactions under American Systems (Blanks, 


4) Your business will be handled by the largest banking institution in 


5) Treatment under our advertised policy: we consider foreign collec- 
tions under the same status as our own bill holdings. 








WE INVITE YOU TO PROVE THE EFFICIENCY OF OUR COLLECTION DEPARTMENT 
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the banks to make a “positive and 
significant reduction” in bank ad- 
vances, this was generally inter- 
preted to mean a 10 per cent reduc- 
tion. Lastly, during the 1957 crisis, 
the Chancellor “requested” that ad- 
vances should be held to a figure not 
to exceed the average of the preced- 
ing twelve months. 

This whole system of “requests” 
has now been swept away by notice 
to the banking system that a new 
quantitative measure in addition to 
open-market operations (reinforced 
by Bank rate as a cost control) will 
be depended upon for control. This is 
the system of “special deposits.”’ Dur- 
ing the last thirteen years, therefore, 
the British banking system has been 
forced to adapt itself to numerous 
changes in the financial climate. 

Either on account of, or in spite of 
the change of environment, some sig- 
nificant changes have taken place in 
the distribution, both qualitatively 
and quantitatively, in bank credit 
since 1945. This has shown itself, 
among other things, in a reduction 
in the “‘cash ratio’, an increase in the 
“liquid assets ratio,” the elimination 
of Treasury Deposit Receipts, and a 
tremendous growth in advances and 
in investments. All of these changes 
have had an impact on the volume of 
deposits to bring them to the present 
peak. 

These changes have obviously been 
sufficiently impressive to generate a 
festive spirit in the banking com- 
munity. 

There is one thing however which 
gives pause to the critical observer. 
This is the almost unbelievable extent 
to which the clearing banks trade on 


the equity. In 1945 their published 
capital and reserves amounted to 
only 3.12 per cent of their net de- 
posits. While these same accounts 
were increased by a total of £67 
million ($188 million) up to fhe 
end of 1958, still the ratio stood at 
only 3.13 per cent. Even if the unpub- 
lished or “hidden reserves,” which it 
is admitted are large, were included, 
it would not bear significantly on the 
ratio. The ratio of capital and surplus 
to deposits in the American banking 
system stands almost three times as 
high as in Britain. In the United 
States both professional as well as 
official people would like it higher. 

This does not mean that some of 
the banks in Britain have not tried 
to increase the ratio. Late in 1958 
the Midland Bank sought permission 
of the Capital Issues Committee to 
increase its capital by a new offer of 
shares. The request was denied. But 
with the recent removal of the con- 
trol of the C.I.C. over new domestic 
capital issues, the Midland is now in- 
creasing its capital, and other banks 
may be expected to soon follow. In 
the meantime, of course, such a thin 
equity has been very favorable to 
bank earnings. But, one observer 
wonders, if a necessary contraction 
was forced upon the banks, how se- 
vere a shock they could absorb. 
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European Investment Fund 


A new investment fund specializ- 
ing in shares of leading industrial 
and financial institutions in the Com- 
mon Market has been formed. Called 
Europafonds 1, it has De Twentsche 








Padment 100 Years’ 
Banking Expertence. 
Branches throughout 
South America 


Bank of London & Montreal Limited, 


an affiliate, maintains a network of offices 
in Central America and the Caribbean. 







Head Office: London, England 
New York Agency: 34 Wall Street 


yeu s Ceepumnensnene & SOUTH AMERICA LIMITED 





| Frankfurter Kassenverein, 





DE TWENTSCHE BANK INTRODUCEERT i NEDERLAND: 
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Common Market portfolio 


Bank, Amsterdam, as one of its 
chief boosters. De Twentsche issued 
a colorful and detailed brochure on 
this new service, which it introduced 
to the Netherlands on March 24, 
1959. 

Europafonds 1 was established on 
January 9, 1959, by the private bank- 
ing firm of Bankhaus Hardy & Co., 
Frankfurt-am-Main, West Germany, 
to invest in firms in West Germany, 
Belgium, Luxembourg, Italy, France 
and the Netherlands. On March 2, 
the-fund had 50 per cent of its in- 
vestments in West German con- 
cerns, 17 per cent in Italian com- 
panies, 16 per cent in those of the 
Netherlands, 10 per cent in those 
of Belgium and Luxembourg, 6 per 


| cent in French concerns and 1 per 


cent uninvested. 

The brochure of De Twentsche 
Bank lists all the companies included 
in the fund’s portfolio, and this in- 
cludes the top concerns of the six 
countries. In addition to heavy in- 
dustrial firms, it also includes five 
banks and an investment house. The 
brochure gives detail of the opera- 
tions of each of the companies, and 
a statistical table lists their reserves, 
capital, earnings, dividends over a 
period of years, as well as high and 
low market quotations during 1958. 

Inside back cover of the brochure 
lists comparative statistics about 
the six countries in the European 
Common Market and the United 
States, on topics of population, pro- 
duction of coal, iron, steel, petroleum 
products, electricity, gas, cement, 
housing construction, and _  auto- 
mobiles. 

In addition to De Twentsche Bank, 
Europafonds 1 is handled by the 
Frank- 
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Here’s a Banker—Purina Dealer team that has served local agriculture well. (Left to right: 
First National Bank and Trust Company Vice-President J. Ed Parker, Jr., President LeRoy 


M. Miles, Agricultural Representative Paul Sturgill, Purina Dealer Frank Satterwhite.) 


“OUR PURINA DEALER PROVED TO BE A 


RAPIDLY GROWING BANK CUSTOMER” 


—says J. Ed Parker, Jr., Vice-President, 
First National Bank and Trust Company, Lexington, Kentucky 


‘“‘We were confident of the success of 
Frank Satterwhite when he started 
Satterwhite Farm Service,”’ says Mr. 
Parker, ‘‘for we had seen him in action 
as a county agent and as a member 
of our agricultural staff. 


“That confidence was well placed. 
The Purina Dealership has enjoyed 
rapid growth, earned by serving the 
rural community. 


‘We have worked with Satterwhite 
Farm Service since its beginning, five 
and a half years ago. We supplied 
operating capital, financed the firm’s 
rapid expansion, and made long-term 
and short-term loans to the firm’s 
customers. 


‘““Mr. Satterwhite, himself a good cus- 
tomer, has brought us new depositors 
and borrowers. We consider his recom- 


mendation of a man highly important 
and his work with poultry and live- 
stock feeders good protection for loans. 


‘“‘Mr. Satterwhite and our staff have 
worked together to diversify farming 
in this area, and that has been an 
important step in local agricultural 
progress. 

‘“‘We’ve found the Purina Dealer a 
good customer and a good teammate.” 
*x** * * 

First National Bank and Trust Com- 
pany has had a great deal of expe- 
rience with Purina Dealers. Its Farm 
Management Department, manag- 
ing many farms throughout the Blue- 
grass Area, is a customer of several 
Purina Dealers, and it works with 
other dealers through its correspond- 
ent banks in an area of about a 75- 

mile radius from Lexington. 


PURINA...YOUR PARTNER IN SERVING ANIMAL AGRICULTURE 





QUALITY 





SERVICE 
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furt-am-Main, West Germany; Cred- 
it Lyonnais, Paris, France; Banque 
de la Societe Generale, Brussels, 
Belgium; and Banca Commerciale 
Italiana, Milan, Italy. . 
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Drive-in Opening Stalls 
Traftie in Australia 


A highly successful method of pro- 
motion was used by the English Scot- 
tish & Australian Bank, Melbourne, 
to publicize a new drive-in branch in 
Bankstown, a thriving suburb of 
Sydney. It had English stage and TV 
star Sabrina as one of its first cus- 
tomers, and advertised the visit. 

When Sabrina, driving a late 
model, bright red sports car, arrived 
at the branch to cash a check, nearly 
10,000 people were on hand to catch 
a glimpse of her. The crowd was so 
large that traffic had to be diverted 
for half-an-hour and the police were 
forced to send for reinforcements. 





Shop assistants, office workers, moth- 
ers and children lined the streets 
for a glimpse of the star. 

The two-story Bankstown branch, 
shown, above, has an aluminum and 
glass curtain wall, multi-colored mo- 
saic tiles, and a sun screen set in a 
concrete frame. 
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Report on Far East 


The Hongkong and Shanghai 
Banking Corporation’s 1958 annual 
report should be of special interest 
to those engaged in developing busi- 
ness relations with the countries of 
the Far East. 

In addition to presenting the bal- 
ance sheets of the parent bank in 
Hong Kong and its American sub- 
sidiary, The Hongkong and Shang- 
hai Banking Corporation of Cali- 
fornia, the report carries a _ state- 
ment from the board chairman which 
reviews the political conditions, busi- 





MITSUI 


A Bank To Consult 


BANK 


English Scottish & Australian branch 

at Bankstown, Australia, left, had 

English stage star Sabrina, right, as 
its first customer 


Two. stars hailed at opening 


ness developments and the economic 
outlook in the Far Eastern countries 
where the bank operates its 40 
branch offices. 

This statement is based upon the 
reports sent throughout the year by 
the various branches to the head 
office. The bank’s political officer col- 
lects and evaluates this flow of in- 
formation for presentation at the 
annual meeting. 

Current conditions in Hong Kong, 
China, Japan, Philippines, Vietnam, 
Cambodia, Thailand, Federation of 
Malaya, State of Singapore, North 
Borneo, State of Brunei, Colony of 
Sarawak, Indonesia, India, Burma 
and Ceylon are covered. 

The report has many full-color 
photos showing scenes in Rangoon, 
Bangkok, India and Ceylon. 


Colorful digest of trends 


THE HONGKONG AND SHANGHAI 








On All Business With Japan 
BANKING CORPORATION 


THE MITSUI BANK ttp. 


REPORT OF THE DIRECTORS . 
AND .ACCOUNTS 
3ist. DECEMBER 
1958 


LONDON BRANCH 
BANGKOK BRANCH 
BOMBAY BRANCH 





NEW YORK AGENCY 


40 Wall Street 
New York 5, N.Y. 
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"Cven when heavily loaded, our new tellor’s buses 


WHEEL AWAY WITH 
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No tugging, no straining to roll HerringeHalle 
Marvin Teller’s Buses from vault to work 
counter and back again. 

Mounted on oversize casters they roll 
soundlessly and with practically no effort, 

















even when heavily loaded. Ceoeeeereeeceeeeocs eeece 
Typical of the entire line, Style No. 200 Z 
illustrated here is designed to roll right up " 
to or under the teller’s counter; job-planned : FREE ON REQUEST. so ° 
to provide the ultimate in convenience; effi- ° ° 
ciently used singly or in conjunction with ° 16-PAGE CATALOG SHOWING AND = 
' e DESCRIBING IN DETAIL THE A 
HerringeHalleMarvin standard-dimension HERRING:HALL*MARVIN LINE OF : 
under-counter units. STANDARD-DIMENSION STEEL MO- ‘$ 
Sturdily constructed of heavy-gauge furni- BILE AND UNDER-COUNTER UNITS ° 
ture steel, treated to prevent rust and care- : 
fully finished in a choice of seven decorator s hte oe ods 6UWiie BSWHUCN da bewade 


colors, these modern ‘‘counters on wheels’’ 
are today’s outstanding values in teller’s 
buses. 


HERRING*HALL*MARVIN SAFE CO. HAMILTON, OHIO 
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against fraud 


AMERICAN 400 PORTABLE 
ELECTRIC PERFORATOR 





The American 400 perforates thousands 
of items an hour. It offers a foolproof 
permanent way to cancel, date, number, 
validate, void, receipt or otherwise 
mark paper—through many carbons. 
Automatic paper-trip operation, Choice 
of 1, 2 or 3-line copy, including change- 
able date or number. Quiet, powerful, 
handsome, occupying space of only 
62 by 13 inches. A leader in the field 
since 1910, American makes a full line 
of perforators. Write for literature. 
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For manual sorting 
8 OUT OF 10 CHOOSE 


Even in the electronic age, 8 out of 
10 of the country’s leading banks 
standardize on Kohlhaas for man- 
ual sorting. Thousands of smaller 
banks, using electronic or standard 
posting equipment, rely heavily on 
inexpensive manual sorting, and 
with them also, Kohlhaas is an 
odds-on favorite. 


Let Kohlhaas simplify your sorting 
problems. See your dealer or write 
for illustrated literature—11 varie- 
ties of Numerical Sorters, 50 varie- 
ties of Alphabetical Sorters. No 
obligation. 


THE Kohbhaa COMPANY 


Founded 1914 


8012 S. CHICAGO AVE 
All phones — BAyport 1-4433 


CHICAGO 17 
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Stockholm Bank’s Skyscraper Office 
; By Holger Lundbergh 


The American-Swedish News Exchange, 
New York 20, New York 








Svenska Handelsbanken, one of 
Sweden’s largest commercial banks, 
has just opened a new branch in 
Stockholm. It embodies many inter- 
esting innovations. Located in a new, 





Second of three levels 


| eighteen-story skyscraper on Hay- 


market Square, the office is as much 
vertical as it is horizontal since de- 
partments are on three different floor 
levels. 

Below the street, where there is 
a subway station, the bank has a 
number of counters for speedy de- 
posit and withdrawal service. To ac- 
commodate subway travelers, who 
often find it difficult to attend to their 
banking needs during the regular 
hours, these subterranean counters 
stay open until 6:30 p.m. The base- 
ment also houses the vault, which 
has 3,000 safety deposit boxes and is 
guarded by a vault door weighing 


16,700 pounds. There are also two 
reception rooms. 

From the underground depart- 
ment, the customer ascends by stairs 
or elevator to the street level, shown 
left, which faces the broad, modern 
Sveavagen Boulevard. Escalators or 
ordinary stairs then take the visitor 
to the third level, where the main 
lobby is situated. 

A section of this area, shown be- 
low, is ingeniously supported by the 
stairways leading to it, giving the il- 
lusion of floating on thin air. This 
platform is used as a place for leg- 
weary customers to rest in congenial, 
pleasing surroundings. 

The abstract mural which covers 
one part of a wall was painted by 
Karl-Axel Pehrson. It is a composi- 
tion of vertical and horizontal parts 
combined by a play of lines. The pre- 
dominant colors are blue, green, grey, 
black and white. The mail tubes that 
run between the different depart- 
ments have been incorporated as a 
part of the mural’s interesting and 
flowing pattern. 

The top floor of the office also has 
conference rooms. One of these is 
used as a lecture room and for the 
showing of films. The planning and 
the design of the offices were exe- 
cuted by the bank’s own staff of 
architects. 

A wireless closed TV circuit will 
soon bow, initially on an experimen- 
tal basis, between the Haymarket 
office and other branch offices of the 
bank, for the checking of certain rec- 
ords. It is the first time this commu- 
nication has been used in Sweden. 
The bank has other plans for TV. 


Unusual mural sets tone of attractive floating lobby 


Burroughs Clearing House 
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THE DIFFERENCE IN DISPOSAL IS Cupeere BURuME 


u Mf o a a 
RISK IS A BANKER’S WORD... | 


How Great is YOURS in disposing of 


NO AUXILIARY CANCELED CHECKS | 
FUEL REQUIRED DEPOSIT TICKETS 
CORRESPONDENCE 

FILES 


GOVERNMENT 
TRANSCRIPTS | 


LEDGER JOURNALS 
OLD MONEY 
TREASURY BONDS 
STOCK and 

BOND LEDGERS 
AUDITING RECORDS 
COLLECTION REPORTS 
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EASY | : 
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COMPLETE 
DESTRUCTION 


The only way to destroy valuable confidential paper material 
is to burn it! 

And the Silent Glow Confidential Paper Destroyer is the only 
sure way of burning with practical, positive protection—its unique 
process of triple chamber, hydroxylative combustion reduces 
toughest cardboard and paper material to a snow white ash! 

This unit is now installed throughout the world . . . in banks, 
atomic energy plants, military stations, foreign embassies, and 
security-wise companies. 


To keep confidential information from becoming common knowl- 
edge, COMPLETE BURNING is best . . . by far. 


Write for complete information. 





_.% SILENT |GLOW _ 


CORP TION 
864 WINDSOR STREET, HARTFORD 1, CONN. 
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WINGS FOR THE AIR OF CANADA 


Ranking fourth among trading nations and sixth among 
industrial countries of the world, Canada merits U. S. 
banking attention today for other reasons as well. 

The government of Canada is stable. Our people are 
proud of their nation’s unity, and of its destiny as a 
land of great and varied natural resources and rapid 
industrial development. By far the largest part of new 
capital investment in Canada comes from Canadian thrift. 

It is not yet generally realized, even in the United 
States, that manufactures now account for 30% of 
Canada’s national income. Notable recent progress has 
been made in tool-machinery, electrical and electronics 
equipment, chemicals, aircraft and automobiles, but ex- 
pansion into scores of other fields is proceeding fast. 

In Canada’s hundreds of new industries and in her 
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rapid development of mineral and forest resources are 
opportunities for mutually productive commerce be- 
tween firms in our country and U. S. suppliers, con- 
sumers and distributors. You are invited to consult our 
Business Development Division, regarding the specific 
situation of any of your own customers who seek to 
capitalize Canada’s future. 


THE CANADIAN BANK 
OF COMMERCE 


Head Office—Toronto 1, Canada 


More than 800 branches across Canada 
Branches also in London, England, New York, San 


Francisco, Los Angeles, Seattle, Portland, Ore.; 
Bridgetown, Barbados; Kingston, Ocho Rios and 
Port Antonio, Jamaica; Port of Spain and St. 





James, Trinidad; Nassau, Bahamas. 
Resident Representatives in Chicago and Dallas 


Burroughs Clearing House 





























CANADIAN BANKING 








Baby Parking 


Mothers who come with their 
babies to a branch bank sometimes 
present a problem for the bank staff. 
At the Canadian Bank of Commerce 
branch at Chilliwack, B.C., they have 
solved the problem by setting up a 
playpen in one corner of the bank- 
ing lobby and baby car seats on the 
counter, shown to the right. Babies 
can be parked securely on the counter 
while mother does her banking with 
teller. 


* ° e 


Capital Inflow 
Strengthens Dollar 

In spite of some important changes 
in economic and financial conditions 
during the past 1% years, the for- 
eign exchange market for the Cana- 
dian dollar has remained remark- 
ably strong, according to the 
“Monthly Review” of the Bank of 
Nova Scotia. 

“In this period the exchange rate 
has shown more frequent variations 
than in the previous six or seven 
years. . . . Each sizeable dip has 
been followed by a notable rise and 
recently the rate has again been 
running above $1.03%% U.S.,” the re- 
port adds. 

The study deals with Canada’s 
international commodity trade posi- 
tion, its gains in exports and de- 
clines in imports, the development of 
a big government deficit last year 
and the sharp rise in Canadian inter- 
est rates since mid-1958. The wide 
margin of Canadian interest rates 
over those in the United States has 
encouraged capital inflows into Can- 
ada, mainly through security trans- 
actions, the report notes. 


By JAMES MONTAGNES 





Chilliwack, B.C., branch, Canadian Bank of Commerce 


Play pen and baby car seats; extra services for housewives 


“Security transactions have come 
to represent a significantly increased 
proportion of the total foreign capi- 
tal now financing the Canadian defi- 
cit on current account, and there is 
little doubt that they have been 
playing a key role in the short-run 
movements of the exchange rate,” 
it adds. 

Dealing with Canada’s interna- 
tional trade, the report points out 
that “with the deficits from both 
merchandise and non-merchandise 
transactions tending at the moment 
to widen, there would appear to be 
little doubt that the total current 
account deficit this year will be 
larger than the $1,100 millions regis- 
tered in 1958. Whether it will go as 
high as $1,400 millions reaehed in 


Expanding exports and capital inflow strengthen dollar 
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the 1956-57 boom is more prob- 
lematical, but there can be no ques- 
tion at all that the Canadian economy 
will ccntinue for some time to de- 
pend upon a heavy use of foreign 
resources. 

“From the point of view of the 
foreign exchange market, the major 
question about such a deficit on 
current account is how readily the 
capital to finance it is forthcoming. 
When capital is readily available, 
or may in fact be the basic stimulus 
to the heavy demand for foreign 
goods and services, the exchange 
rate will tend to be strong—this has 
been the case with the Canadian 
dollar for most of the past few years. 
If capital does not flow in so strong- 
ly, however, the exchange rate is 
likely to fall.” 

The report states that last year 
between 80 per cent and 85 per cent 
of all capital coming into Canada was 
from the United States, another fac- 
tor in keeping the Canadian dollar 
in demand. The previous two years 
U.S. funds accounted for only 70 per 
cent of the capital inflow. 


° ° ° 


Trust Services Expanding 
As a result of unprecedented de- 
mand for trustee services, assets 
under administration by Canadian 
trust companies in 1958 rose $912 
million to $7,279 million. This repre- 
sents an increase of 60 per cent in 
the last six years compared to a rise 
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of approximately 50 per cent in gross 
national product. 

Increased industrialization to- 
gether with economic and _ social 
changes in the last few years have 
brought about a growing demand 
for trust services, stated C. F. Har- 
rington, Royal Trust Co., Toronto, 
and retiring president of the Trust 
Companies Association of Canada. 
He explained that there is a growing 
trend to expansion of service indus- 
tries in an advancing economy like 
Canada’s. The rapid growth of em- 
ployee pension plans and enactment 


of legislation allowing self-employed 
retirement savings plans have been 
important factors in the increased 
activity. 

Pension trust funds of the trust 
companies increased by $100 million 
during the year to $770 million. 
Ordinary savings deposits increased 
by $70 million and term deposits by 
$101 million. Estates, trusts and 
agency funds rose by $736 million 
to $6,317 million. 

J. M. Armstrong, British Mort- 
gage & Trust Co., Stratford, Ont., 
was elected president. E. T. Godwin, 





For Your 





Ckients 


ANADIAN 


Patent, Copyright 
and Trademark... 


regulations are outlined in “Your Guide to Busi- 
ness in Canada,” just published as a service to 
American executives by Canada’s First Bank. 
Many other essential subjects, including Canadian 
taxes and company formation, are discussed. 


This booklet is one of a number of B of M publi- 
cations which may help you render broader ser- 
vice to your Canadian-minded customers. For a 
free copy write on your bank letterhead to our 
nearest U.S. office or to the Business Develop- 
ment Department, Head Office, Montreal. 


MY DANK Bank.or MonrTrREAL 


NEW YORK: 64 Wall St. 





Canada's First Sank Coast-to- Coast 
BRANCHES IN ALL TEN PROVINCES 
District Headquarters: 
Halifax, Toronto, Winnipeg, Calgary, Vancouver 


SAN FRANCISCO: 333 California St. 


CHICAGO: Special Representative’s Office, 141 West Jackson Blvd. 
Head Office: Montreal 


750 BRANCHES IN CANADA, U.S., GREAT BRITAIN AND EUROPE ° 


RESOURCES EXCEED $3,000,000,000 








YOUR NAME PRINTED FREE: 


Plates and set-up included. 


50 $24.50 Complete lot. 
100 41.00 Complete lot. 
150 58.00 Complete lot 
200 71.00 Complete lot. 


500 26.00 Per cs. 100 


1,000 23.00 Per cs. 100 
2,000 21.50 Per cs. 100 
5,000 20.00 Per cs. 100 
10,000 19.00 Per cs. 100 
20,000 18.00 Per cs. 100 


Submit copy in black on white. 
100 pack wt. 16# 50 pack 9# 


Silk screen print prices on req. 
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Snappy Wrapper 
AED. 






This model used for wrapping 
1¢,5c,10c and 25¢ coins 


Write us for sample and Price List 


Suappy Wrapepeer sates 


P. O. Box 815 
AZUSA, CALIFORNIA 








Crown Trust Co., Toronto, was 
elected first vice-president, and W. 
R. Scott, Toronto, was re-elected sec- 
retary. 

. o * 
Pretty Linguists 
Bolster Staff 
The postwar influx of immigrants 
to Canada has brought the need for 
foreign languages into banking 


rooms. The banks are employing an 





Masters of 25 languages 


increasing number of staff members 
who speak languages other than the 
official English or French. 

How wide-spread the use of for- 
eign languages is today in branches 
is best illustrated in the assortment 
of new employees at the St. Cath- 
erine and Bleury branch of the Royal 
Bank of Canada in downtown Mon- 
treal. The fifteen girls at this branch, 
shown above, between them speak 
25 different languages. There are 
prominent signs in the branch point- 
ing out their linguistic ability. 


4 5 oa 


Bank History 

To mark “100 Years Of Banking In 
Canada,” the Toronto-Dominion Bank 
has published a combined history of 
the former Bank of Toronto and the 
Dominion Bank, which merged into 
the Toronto-Dominion Bank on Feb- 
ruary 1, 1955. 

The 222-page book, written by Jo- 
seph Schull, was to have appeared in 
1956 for the centenary of the Bank 
of Toronto. The merger of the two 
banks, the Dominion Bank was 14 
years younger, required a rewriting 
of the book. 


6 4 ° 


| Tighter Money 


A new prime lending rate was 
established by Canadian banks on 
April 27, when the prime rate was 
boosted from 5% to 534 per cent. 

The increase is the direct result 
of the rise in the cost of money over 
the past few months. The Bank of 
Canada’s interest rate was at a rec- 
ord low of 1.12 per cent on August 
2, and has been steadily rising since 
then, reaching 4.97 per cent late in 
April. Day-to-day money rates used 
by investment dealers and _ banks 
have also gone up, reaching 434 per 
cent late in April. 


Burroughs Clearing House 











th RA ot 


= 


4 ws wo # 235 em 6 = @® 72 42H OU 





iS 


ae See SOR a 


L4 
mM 


iS 





The legal bank interest rate limit 
is 6 per cent. The last increase was 
early in March to 5% per cent. The 
new rate is the highest prime rate 
for some years, the same rate having 
been put into effect in August 1957. 
It dropped to 514 per cent in Febru- 
ary 1958. 

The increased rates have had some 
effect on automobile financing which 
has been steadily swinging away 
from finance companies to banks and 
credit unions. The Bank of Nova 
Scotia, for example, reports a mush- 
rooming volume of automobile loans 
since last autumn, while the Credit 
Union National Association of Can- 
ada reports a 10 per cent boost in 
auto financing. It is estimated that 
one in every eight Canadians now 
belongs to a credit union, and this 
in part accounts for the increase in 
credit union auto financing. Finance 
companies reported a drop in loans 
in 1958. 
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Capital Stock Increase 

The Bank of Montreal early in 
April issued an additional 675,000 
shares of capital stock on the basis 
of $32 for one new share for each 
eight shares held as of April 17. The 


ing for almost any worthwhile pur- 
pose, including the buying of house- 
hold appliances, new home furnish- 
ings, automobiles, accumulated medi- 
cal expenses, tax payments, to fi- 
nance university tuition fees and 
even to finance a vacation, said Presi- 
dent A. C. Ashforth. 

Loans are made directly to indi- 
viduals and will not include trade 
paper of appliance and automobile 
dealers. The loans are repaid on a 
monthly basis, with a maximum 
period of 30 months. Life insurance 
protection on the borrower for the 
unpaid balance of the loan is pro- 
vided when the loan is granted. 


Interest on the new consumer 
loans is 6 per cent simple interest on 
the outstanding balance, and there 
is a service charge to cover the cost 
to the bank of opening an instalment 
loan plan, obtaining and registering 
a chattel mortgage and insuring the 
life of the borrower. 

“There is little question that our 
economy is no longer based on what 
people need so much as on what they 
want,” Mr. Ashforth stated. “Instal- 
ment financing is an accepted part 
of our way of life and in providing 
this service to people of good credit 
standing we are only meeting our 
responsibility to the public.” 








bank’s shares (par value $10) were | 


selling for $58 on Toronto and Mon- 
treal stock exchanges at the time. 


This was the first offer of new | 


shares since 1957. They were issued 
because of increased business and 
participation in the recently formed 


Bank of London and Montreal, in | 
which the Bank of Montreal, and the | 


Bank of London and South America 
are equal partners. The Bank of Lon- 
don and Montreal operates in the 
Caribbean area. 

Upon completion of the new issue, 
the bank’s paid up capital will total 
$60,750,000 and the 
$137,850,000. 

Banque Canadienne Nationale late 
in March offered its stockholders the 
right to purchase additional stock at 
$40 a share on the basis of three new 
shares for each seven held. The offer 
expires June 25. Currently the bank 
has 700,000 shares of $10 par stock 
outstanding of an authorized 1,000,- 
000 shares. Shares were selling at 
$60 on Canadian exchanges when the 
offer was made. Full exercise of the 
warrants will bring outstanding cap- 
ital to an even 1,000,000 shares and 
will gross the bank $12,000,000. 


. +. + 


Consumer Loans 

The Toronto-Dominion Bank has 
expanded its personal loan activity 
to cover the consumer finance field. 
The bank now makes loans to in- 
dividuals of satisfactory credit stand- 
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planning a move to Canada? 


... then be sure your first move is to contact Imperial Bank 
of Canada. Imperial Bank, with branches coast to coast 
in Canada, has full information on the latest developments 
and opportunities in Canadian business. 

Imperial Bank is ready to help you with the information 
you require. Write for the highly informative, 16-page 
Imperial Bank Booklet, “Business Opportunity in Canada.” 


IMPERIAL BANK 
OF CANADA 


Head Office, TORONTO 1, CANADA 
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YOU SAVE TIME AND MONEY WITH 


HANOVER TRANSIT. 


SERVICE 


uncAIR MAIL | 


»s 


A.M.F. La Guaroia Y 








As a Hanover correspondent you receive 
special nylon transit bags for volume send- 
ings, pouch-loose air mail labels, sturdy 
transit envelopes and “No-Carbon” cash 
letter forms that are a pleasure to use. 


They help speed your check collections, 
cost you nothing, save you time and money. 


Complete your set of correspondent services... 
Add more value, too 
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Hanover’s combination of special 
handling, modern equipment, time-saving 
devices and the best use of its extensive 
facilities puts you out in front in the transit 
race. 


Another reason why so many banks cor- 
respond with... 





HANOVER 
BANK 





Member Federal Deposit Insurance Corporation 
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Burroughs Clearing House 
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THE BOOKLET COUNTER 








Estate Record . . . An important 
service of banking is helping depos- 
itors prepare proper records for the 





Protecting the family 


time when a family must lose the 
head of the household. This copy- 
righted booklet acts as an emergency 
guide and estate record. Its 22 pages 
describe the importance of a will, out- 
lines the duties of an executor, lists 
the functions of a bank, suggests 
adequate life insurance, and covers 
the many details that must be looked 
after at the time of death. In addi- 
tion to explanations of social security 
and veteran’s benefits, the booklet 
contains an eight page record section 
where the head of the house can list 
family history, location of valuables, 
the burial estate, and information of 
bank accounts, insurances, and stocks 
and bonds. Single copies of this syn- 
dicated booklet may be obtained. 


Investor’s Tax Savings .. . To the 
investor who finds the filing of his 
income tax return a trying procedure, 
this booklet may be of great help. Its 
author discusses little known tax sav- 
ings for the investor. Ten prime 
areas of tax savings, such as state 
transfer stamp taxes, deductible in- 
vestment expenses, and stock rights 
are explained. In addition, the book- 
let lists the names of 251 companies 
whose cash dividends receive favor- 
able tax treatment. 


Open House Checklist . . . For 
those planning an open house, the 
hundreds of details that precede the 
celebration can be particularly per- 
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plexing. A research publishing firm 
has prepared a four-page check list 
that will not only assure planners 
that each of the details is being car- 
ried out, but also will serve as an in- 
formative checklist of steps to be 
taken when inviting the public to 
view an institution’s quarters. Topics 
covered include administration, guest 
lists, budget, tours, and publicity. 


World Bank Work . . . Those in- 
terested in the far-flung operations 
of the World Bank will want to see 
the bank’s latest booklet describing 
its loans at work. The 40-page report 
is beautifully illustrated. Page after 
page is devoted to the photographic 
presentation of the countries present- 
ly being aided by bank credit and the 
projects that this money is helping 
to finance. Separate listings show 
total dollar volume and number of 
loans in each country. 


Financing Business Growth .. . 
The complex problems of corporate 
finaneing are discussed in this excel- 
lently-illustrated pamphlet published 
by one of the nation’s largest finance 
companies. Following an introduction 
devoted to the financing of business 
growth, the booklet examines finan- 
cial warning signs, open accounts re- 
ceivable financing, inventory financ- 
ing, fixed asset loans, new equipment 
financing and rediscount of install- 
ment paper. The services of the firm 
are also outlined. 


Using Farm Credit . . . Agricul- 
tural lending officers might be inter- 
ested in a simply-executed booklet 
published by the North Dakota Bank- 
ers Association that is designed to 
help farm customers understand the 
value of a good credit rating. In short 
copy blocks, accompanied by line il- 
lustrations, the booklet lists 10 sug- 





These booklets are available upon 
request, free of charge or obliga- 
tion, under an arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











gestions for building and maintain- 
ing a sound financial position. 


Check Forgery Defense . . . The 
check forger remains as a formidable 
menace to the nation’s banks. A na- 


“qe PRE SURETY ASSOCIATION OF AMERICA 
(Ov panined 1908; : 


60 Joho Steen, New York, N.Y. 








Explains forgery insurance 


tional surety association has pub- 
lished an informative 15-page book- 
let that briefly outlines the liability 
of the bank and of the depositor in 
check forgeries and explains the 
insurance. Various forms of for- 
gery coverage are described. Also 
discussed are depositor-bank rela- 
tions and loss prevention methods. 


Business Failures ... The record 
of business failures in the United 
States during 1958 is detailed in a 
recent booklet of one of the nation’s 
best known credit rating service com- 
panies. The comprehensive failure 
study is treated by separate classifi- 
cations such as location, industry, 
age, size and cause. Trends in the 
number of failures by business in 
large cities, and by the rate of fail- 
ures by states cover the past 25 years. 


Telephone Planning . . . The con- 
tinued boom in new building and 
bank remodeling projects assures 
an interest in this booklet on tele- 
phone planning for commercial build- 
ings. In its beautifully-illustrated 
pages, its authors explain under- 
ground and aerial cable facilities, 
methods to bring conduits into build- 
ings, terminal rooms, and the plan- 
ning of a system inside offices. 
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Che Cleveland Crust Company with the largest branch 
banking system between New York and California 


uses many BRANDT sutomatic Cashiers 





The Cleveland Trust Company, Cleve- 
land, Ohio, is renowned, among other 
reasons, because it has the largest 
branch banking system between New 
York and California; to be exact, it has 
a total of 69 banking offices. 


A bank of this size requires a large 
number of Brandt Automatic Cashiers 
(coin paying machines) to give the best 
of service to its more than 700,000 
customers. 427 of these machines are 
in use by The Cleveland Trust Com- 
pany. The first machine was installed 
in the year 1913, additional machines 
have been acquired as needed by the 
growth of this great bank. 


Exterior view of Main Office of The Cleveland Trust Company. 


BRAN DT AUTOMATIC CAS HIE R COMPAN Y 
WATER TO W N Established 1890 wteeteo wwe § ON 


Brandt® Cashier® 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, dr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Exeess Charges 


The Superior Court of New Jersey, 
Appellate Division, found no usury 
where a corporation was incorporated 
and seven months later mortgage 
loans made to complete its building 
were foreclosed. 

The lender put up $250,000 in con- 
sideration for advance interest of 
$11,460 and a “service charge” of 
$28,540. The mortgage was in the 
amount of $250,000 and the corpora- 
tion signed both the promissory note 
in that amount and the mortgage 
securing it. The mortgage provided: 
“In the event that said note and this 
mortgage are not paid on the due 
date the mortgagor shall pay a serv- 
ice charge at the rate of 1/23 of 1 
per cent per day from the date of 
default to the date of actual pay- 
ment.” Subsequently an additional 
$50,000 was borrowed on the eleven 
promissory notes and a mortgage 
given to secure the notes with a sim- 
ilar provision for interest on default. 
The eleven notes were endorsed by 
the president of the corporation as 
an individual. The trial court granted 
summary judgment and it was af- 
firmed by the Appellate Court. 

The New Jersey statute provides 
that a corporation may not make a 
defense of usury, but its courts have 
held that if the corporate form is 
used to cloak a loan which in fact is 
intended to be a loan to an individual, 
the alter ego of the corporation, there 
may be a plea of usury. But in this 
case, the corporation was not in- 
corporated at the request of the 
lender subsequent to the application 
for the loan. The purpose of the 
corporation was to acquire real estate 
and to build thereon and this had 
been well along towards accomplish- 
ment before the two loans were 
made. 

The court found that the individual 
was a guarantor of the corporate 
obligation and not a co-maker. It also 
pointed out that as a general rule 
it is not illegal to provide for a higher 
rate of interest than the legal rate 
after maturity. However, the advance 
interest in the amount of $8,500 paid 
up the interest until April 24, 1958, 
and the default occurred December 1, 
1957, additional interest at the rate 
of 1/23 of 1 per cent per day after 
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the default reached the unconscion- 
able rate of 32.87 per cent. This was 
held unenforceable since it consti- 
tuted a penalty. 

The court pointed out that since 
an individual was making the loan, 
the Banking Act did not apply, nor 
did the act involving real estate 
brokers and salesmen, since the 
lender was neither and could make 
the $28,540 service charge without 
having it be considered a fee. 


Feller v. Architects Display Build- 
ings, Inc., 148 A.2d 634 (1959) 


Sd So 5 


Building and Loan 
Branch Approved 


The Court of Civil Appeals of 
Texas held that rules prescribing re- 
quirements for securing the Banking 
Commissioner’s approval for opening 
branch offices of State building and 
loan associations, brought out after 
an association had made application 
for permission to open branch offices 
did not apply to proposed branch 
offices covered by that application. 
Nonetheless, this association was 
compelled to secure such approval for 
the opening of the branch offices. 

The association desired to open five 
branch offices in the city of Houston 
and one in a suburb and notified the 
Commissioner of its intention, giving 
the proposed locations. Thereafter 
rules and regulations were executed 
by the Commissioner. The Court 
found that it was the intention of the 
Legislature to promote the public 
convenience and advantage in author- 
izing building and loan associations 
to engage in business and to accom- 
plish and insure this purpose. The 
Commissioner was vested with power 
to promulgate regulations because it 
is settled law that the constitutional 
and statutory laws of the State in 
force when a corporate charter is 
granted become part of the charter 
although not incorporated therein. 

“The Commissioner’s action in ap- 
proving the charter and issuing the 
certificate of authority was founded, 
in part at least, on his findings that 
the public convenience and advantage 
would be promoted by allowing 
Southwestern to engage in business 
at 3401 South Main Street, Houston, 
and that the population in that neigh- 


borhood and in the surrounding coun- 
try afforded a reasonable promise of 
adequate support for it. In making 
these findings the Commissioner sur- 
veyed the designated location and 
was not called upon to survey loca- 
tions not specified but where future 
public offices may be located. 

“It is quite evident that the Com- 
missioner could not perform the duty 
of supervising and controlling South- 
western and execute the laws of re- 
lating to it without being afforded 
the opportunity to approve or dis- 
approve the place where it conducted 
business,” the court said. 

The Association took the position 
that there had been a departmental 
construction and the Commissioner’s 
prior approval was not required for 
the opening of branch offices. To this 
the Court rejoined: “To sustain an 
argument that there has been a de- 
partmental construction that the 
Commissioner’s prior approval is not 
required for the opening of branch 
offices the following must appear: 
(1) the statute in question must be 
ambiguous and be susceptible of more 
than one construction, and (2) that 
the agency charged with the duty of 
administering it has given it a prac- 
tical interpretation. If this interpre- 
tation is long continued and uniform, 
it is to be given weight by the courts. 

“In considering the true test as to 
whether a power is strictly legislative 
or whether it is administrative and 
merely relates to the execution of 
the law, the true distinction is be- 
tween the delegation of power to 
make the law, which necessarily in- 
volves a discretion as to what it shall 
be, and the conferring of authority or 
discretion as to its execution, to be 
exercised under and in pursuance of 
the law. The first cannot be done; to 
the latter no objection can be made.” 


Falkner v. Southwestern Savings & 
Loan Assn., 320 S.W. 2d 164 (1959) 


* o + 


Endorser Liable 

The Court of Civil Appeals of 
Texas reversed its lower court to hold 
in an action by the payee of a note 
against the endorser. 

A corporation made a note for $841 
payable to Culberson and endorsed 
by its president. The latter pleaded 
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that he was an accommodation en- 
dorser, the note was without con- 
sideration as to him, and that he 


endorsed it purely to enable the 
payee to borrow money on it. The 
payee borrowed from a bank with the 
note in question as ‘collateral and was 
forced to take up the note. The note 
was originally given by the corpora- 
tion for an indebtedness owed by it 
to the payee. It was undisputed that 
he could recover against the cor- 
poration. 

The pertinent sections of the Nego- 
tiable Instruments Act in Texas pro- 
vided: “A person placing his signa- 
ture upon an instrument otherwise 
than as maker, drawer or acceptor, 
is deemed to be an endorser, unless 
he clearly indicates by appropriate 


words his intention to be bound to 
the transaction in some other Cca- 
pacity. 

“Where- a person not otherwise a 
party to an instrument, places there 
on his signature in blank before de- 
livery he is liable as endorser, in 
accordance with the following rules: 
1. If the instrument is payable to 
the order of a third person, he is 
liable to the payee and to all sub- 
sequent parties. 2. If he signs for 
the accommodation of the payee, he 
is liable to all parties subsequent to 
the payee.” 

The key testimony was: “Q. Did 
you tell him, Culberson, you were not 
liable on this note? A. Mr. Culberson 
understood it the moment the note 
was made I was not liable. It was just 


out of a gesture in helping him get 
this deal that the note was even 
signed.” 

The Court pointed out that it is 
only in those cases where the note is 
executed for the sole purpose of its 
negotiation by the payee in order 
that he may obtain credit thereby, 
and under an agreement that he is to 
provide for payment at maturity and 
indemnify the maker, that the in- 
strument becomes in law accommo- 
dation paper for the payee. 

The liability or non-liability of an 
endorser is not dependent upon a 
consideration moving to him where 
he endorses the instrument before 
delivery as was true in this case. 


Culberson v. Hawkins, 321 S.W. 2d 
149 (1959) 


COLLEGE-BANKING PROGRAM 


CONTINUED FROM PAGE 41 


tailed or technical, since many of the 
students will in future years be cus- 
tomers rather than employees of 
banking institutions. 

As previously mentioned, the 
course at Kansas University covers 
other areas of finance, in addition 
to banking. Co-sponsors with the 
Kansas Bankers Association are the 
Investment Bankers Association 
(Southwestern Groups), Kansas As- 
sociation of Finance Companies, 
Kansas Savings and Loan League, 
Security Benefit Life Insurance Com- 
pany, and the Western Casualty & 
Surety and Western First Insurance 
Companies. Eleven of the class peri- 
ods are devoted to banks, 13 to all 
other types of financial institutions, 
and 8 to review or examination 
periods. Now directing the course is 
Dr. Harold C. Krogh, associate pro- 
fessor of business. 


ROFESSSOR Pritchard states: 

“The purpose of the course is to 
familiarize the student with the 
problems of business administration 
as well as with the specialized types 
of financing institutions serving sav- 
ers, borrowers, and investors. Ac- 
cordingly, emphasis is placed on 
actual problems and methods of ad- 
ministration in addition to a study 
of structural characteristics of these 
institutions.” 

To speakers, the educator urges 
“Presentation of the problem you 
have encountered, within the scope of 
your subject, an explanation of how 
‘you handled such problems, and the 
final results obtained. Discussions of 
this type are considered to be the 
best way to give students an insight 
into the way a financial institution 
operates and the services it performs, 
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and give practical meaning to the 
topics covered.” 

For purposes of illustration, sev- 
eral of the banker lecturers have util- 
ized the device of setting up a hypo- 
thetical “Service State Bank,” with 
a balance sheet typical of the average 
state bank in Kansas. Its assets, lia- 
bilities, and various ratios as to 
liquidity, capital strength, etc., are 
compared with those of all insured 
commercial banks. 

The topic of bank farm loans has 
been interestingly covered through 
presentation of a case study, involv- 
ing a 38-year-old farmer whose land 
acreage is too small for mechanized 
efficiency, and who has an opportu- 
nity to purchase an adjoining tract. 
Working closely with a bank’s agri- 
cultural representative, the farmer 
develops an expansion program, anal- 
yzes the heavy cost involved, studies 
methods of financing the additional 
outlay, and estimates the annual re- 
ceipts and expenditures that could be 
expected under the broadened opera- 
tion. He hesitates to plunge into the 
venture, and goes to the bank to 
discuss it further. At this point, the 
lecturer poses these questions to the 
students: “If you were the farmer 
would you be willing to obligate your- 
self to this extent? If not, what is 
your solution to his problem? If you 
were a member of the board of direc- 
tors of the bank, would you be willing 
to pass on the loan favorably? Please 
list your reasons.” 

Another speaker, after discussing 
bank income, expense and profit dis- 
tribution, posed a problem involving 
a small country bank which had been 
very conservatively operated, with 
less than 20 per cent of its assets in 
loans. After the principal owner’s 
death, the majority interest is pur- 


chased by an experienced 50-year-old 
banker, a Mr. Nesbo, who borrows a 
substantial sum from a city bank to 
pay for the stock. After taking over, 
the new owner finds there is not 
enough income to pay reasonable sal- 
aries to himself and the bank staff, 
and leave enough for modest cash 
dividends on the bank’s shares. With 
this background, the class lecturer 
asks the students: “What should Mr. 
Nesbo do? Should he cut expenses 
wherever possible? Or should he en- 
deavor to build gross income? How?” 
With discussions such as this, class 
members are confronted with some 
of the practical problems entailed in 
banking. 

With the emphasis being on bank 
services, four of the class periods in 
the Kansas University course are on 
the major loan categories: commer- 
cial, agricultural, instalment, and 
real estate. One session deals with 
the importance of the bank in the 
community; its vital role in the 
economy, and its part in promoting 
the welfare and financial stability of 
the area served. Other class periods 
cover deposits, investments, sources 
of bank income, control of expenses, 
internal methods, correspondent rela- 
tionships, method of establishing a 
bank, capital accounts, and legal re- 
serves. 


ITH reference to the other finan- 

cial fields covered, as an example 
the writer attended a class session at 
which the speaker was George D. 
Gee, executive vice-president, Inter- 
state Securities Company, Kansas 
City, Missouri. He clarified the spe- 
cialized role of sales finance com- 
panies in the consumer credit field, 
and also gave the students some ex- 
cellent advice on handling their own 
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personal monetary affairs, particu- 
larly in relation to incurring debt 
obligations. 

School officials were emphatic that 
the course is actually a rigorous one, 
with the lectures being supplemented 
by outside reading assignments and 
quizzes on the material covered. They 
also continue to stress the fact that 
the purpose is not to “sell” banking 
or any other phases of finance. Dr. 
Pritchard tells participants: “Give a 
good sound presentation with en- 
thusiasm, showing the challenge of 
your job, and you will achieve the 
effect desired.” 

Quite different is the program at 
Kansas State College, Manhattan, 
which now offers a special course de- 
signed to train students to become 
bank farm representatives or hold 
other positions in rural banks. The 
curriculum in Agricultural Adminis- 
tration, which normally equips stu- 
dents to become county agents, has 
been revised to provide for a Rural 
Banking Option. It integrates more 
fully the usual training in agricul- 
tural techniques with some banking 
and business subjects. Among the 
courses offered is a Rural Banking 
Seminar taught by Kansas bankers, 
under the general direction of Asso- 
ciate Professor Merton L. Otto. 

The seminar covers the organiza- 
tion, services, and day-to-day opera- 
tions of country banks. One ‘of the 
banker-speakers specifically outlines 
the job of the “outside man” who 
calls on farm customers. Many of the 
examination questions relate espe- 
cially to this phase of the subject. For 
example: “Assume that you are go- 
ing into a rural bank as an agricul- 
tural specialist. What would be the 
major objectives that you would set 
up for the most effective operation of 
such a department in your bank? 
Also how would you plan to accom- 
plish these objectives? What points 
should be considered in deciding 
whether or not this particular bank 
should develop a farm service depart- 
ment?” 


FroLlowine the rural bank opera- 
tions course held last year, stu- 
dents were asked to give their writ- 
ten comments on it. Generally the re- 
ports were most favorable, and many 
were in agreement with the student 
who wrote: “If more college courses 
were taught on the basis of experi- 
enced men in the field teaching a per 
cent of the course, it would give a 
closer and better look at the problems 
involved that are not covered by the 
books.” If there was any common 
criticism, it was that the speakers 
had too much material to cover in 
too short a time. Some of the stu- 
dents indicated that the course had 
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strongly interested them in selecting 
the banking field as a career. 
Newest of the  banker-taught 
courses is the one on Bank Manage- 
ment, initiated just this spring at 
Washburn University, Topeka. Un- 
like the program at the University of 
Kansas, this latest educational proj- 
ect relates only to banking. It covers 
how a bank is started, the nature of 
its assets and liabilities, sources of 
income and expenses, liquidity re- 
quirements, major types of loans, 
bank deposit services, fiduciary 
functions, internal operations, corre- 
spondent bank relationships, Federal 
Reserve relations, and supervision. 


HE writer visited a class ses- 

sion at which the instructor was 
G. W. Snyder, Jr., president, The To- 
peka State Bank, and the topic was 
“Sources of Income, Expenses, Net 
Earnings and Dividends.” In discus- 
sing the problem of developing more 
income, Mr. Snyder mentioned that 
his own institution was lengthening 
bond maturities, up to 15 years. In 
citing how a bank can utilize the for- 
eign department of a correspondent 
bank, he told of a customer who came 
in with a letter quoting prices on 
some glass butterfly wings. The letter 
was written in German, came from 
South America, and quoted prices in 
cruzeiros. Assistance in consummat- 
ing the transaction was handled 
through a Kansas City correspondent 
of the Topeka bank, via a correspond- 
ent in Rio de Janeiro, which in turn 
contacted a small bank in the Brazil- 
ian hinterlands. Mr. Snyder ex- 
plained that throughout the entire 
dealing, no actual money changed 
hands, and only a small fee was 
charged for the service. He also cited 
an example of import financing, in- 
volving a letter of credit, routed 
through a Kansas City bank to a 
Dutch bank in Tokyo, for the pur- 
chase of Japanese cigarette lighters. 
Such instances—presented somewhat 
as a sidelight to Mr. Snyder’s main 
theme—gave the student an insight 
into the worldwide network of bank- 
ing relationships and their vital role 
in international trade. 

Following are some general rec- 
ommendations advanced by the 
KBA Bank Management Commission 
chairman, Mr. Schwartz, on the basis 
of his extensive experience with the 
college participation program: 

1. Be alert to every possible oppor- 
tunity to tell banking’s story to the 
colleges. 

2. The likelihood is that the col- 
leges will welcome such efforts, but 
be sure to have a well-developed idea 
of the program to be offered. 

3. Be careful in the selection of 


material to be covered, and the lec- | 
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turers chosen. Of utmost importance, 
too, are well-prepared lecture out- 
lines. 

4, Supplement the talks with li- 
brary reference material, including 
American Institute of Banking texts, 


that will be helpful to the course stu- 
dents. 

5. Approaches to the different 
schools will vary. Ordinarily it will 
be a case of taking the initiative in 
sounding out school authorities, but 


later on some of the colleges are like- 
ly to make inquiries. 

6. A successful program requires 
numerous conferences between bank 
association officials and college fac- 
ulty members. 


INSTALMENT LOAN OPERATION 


CONTINUED FROM PAGE 46 

if no such policy were in effect. At 
the same time, we made little effort 
to attract new business. This left our 
change of emphasis invisible to the 
public eye, while keeping our out- 
standings within a range of approx- 
imately $500,000 or a 6 per cent 
maximum variation. 

Effects of the slowdown showed up 
promptly on our charts. In fact, the 
slowdown altered numerous trends 
which we had been carefully foster- 
ing. Expense per account rose slight- 
ly, since we were staffed for increas- 
ing volume, and periodic salary 
increases continued along with other 
rising costs. Number of accounts 
handled per employee took a dip, 
further accentuating the increase in 
expense per account. These expense 
factors in turn slightly decreased 
the net earnings per account. The 
effect on employee morale was not 
easily measurable, but plainly it was 
adverse. We saw this mirrored in the 
change of attitude on the day a few 
months ago when we took down the 
stop sign and turned on the green 
light. An audible sigh of relief ‘went 
up when this was announced in the 
morning meeting. Ever since, the en- 
tire staff of the department has been 
tearing into the job with an enthu- 
siasm that had almost vanished. 


ESIDES our charts of total out- 
standings in number of accounts 
and in dollars, we keep seven charts 
showing the composition of these to- 
tals. These list the following data: 
Number of accounts in each of five 
classifications. Dollars of personal 
loans. Dollars of automobile loans. 
Dollars of automobile loans: direct; 
and indirect. Dollars of wholesale 
loans: automobiles, and “secured” 
(meaning all sales contracts and 
chattel mortgage loans). Dollars of 
“secured” loans. Dollars of FHA 
Title 1 loans, and modernization 
loans under our own insured plan. 
These seven charts are self-ex- 
planatory. We use them to compare 
not only our progress in each clas- 
sification, but also to maintain the 
desired proportion among the vari- 
ous classifications. We refer to these 
charts when looking for explanations 
for changes elsewhere. For instance, 
if total dollar outstandings show a 
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sudden tendency to climb faster than 
outstanding number of accounts, we 
look among these seven charts for 
the answer. Just possibly the reason 
for the change is merely an even and 
wholly desirable increase in average 
amount of notes purchased in each 
classification. More likely, however, 
the cause is disclosed as something 
that calls for extra attention, such 
as a sharp upturn in wholesale auto- 
mobile or appliance floor-plan loans. 

Probably the most interesting of 
all our charts is the final group, six 
graphs that cover operations. Here 
are disclosed salient facts about de- 
partment activities upon which man- 
agement can exert direct control. In 
this respect operations is unlike the 
other three groups, in which public 
reaction to our efforts may have 
more effect than anything we in the 
bank can do to counteract. 

First chart in this set covers in- 
terest collected and interest earned. 
Here is another focal point in keep- 
ing an instalment credit department 
earning a satisfactory profit. This 
chart reflects any change in rate, 
whether intentional or achieved by 
such means as incorrect calculation 
of rebates on prepaid notes. It like- 
wise reflects our success or failure 
in keeping the bulk of our loans cur- 
rent. 

Next comes the graph of unearned 
discount at the end of each month. 
This is important because it repre- 
sents the maximum potential shrink- 
age in earnings projected for the 
department. In budgeting ahead, we 
of course allow for the percentage of 
prepayment that experience has 
shown probable. At some times, how- 
ever, we have experienced prepay- 
ments in practically epidemic pro- 
portions. We feel it is advisable to 
keep close watch on this point which 
might be described as the depart- 
ment’s exposure to shrinkage of 
gross income. 

Number of accounts per employee 
is graphed on the third operations 
chart. This is a commonly used index 
of departmental efficiency, and na- 
tion-wide experience indicates 520 
accounts as a satisfactory average. 
By keeping close watch on our per- 
formance and maintaining all rou- 
tines at minimum complexity, we 
have consistently held well above this 


figure except for a single month to- 
ward the end of our previously de- 
scribed period of restricted outstand- 
ings. We stood close to 600 at the 
beginning of that period and drifted 
downward to 518. As soon as the de- 
partment was given the go-ahead 
signal last year, accounts per em- 
ployee started sharply upward, and 
last month were 544. 


UR next chart is one that we 
watch most carefully. The reason 
for its importance lies in the basic 
fact that expense is derived from the 
number of accounts outstanding 
while gross profit comes from dollars 
invested. Since number of accounts 
cannot be held level for very long 
at a time but always fluctuates up or 
down, we watch the expense in cents 
per account outstanding. If all items 
in the department’s operations are 
held in line, this cost will maintain 
a relatively level trend, subject of 
course to causes beyond manage- 
ment control such as the general rise 
in cost levels. Any deviation from 
sound operations will show up im- 
mediately on the graph line of this 
index, and send us in search of the 
cause so that we can promptly 
remedy it. This figure is obtained by 
lumping together all departmental 
cost figures and dividing these by 
the number of accounts outstanding. 
For a long while we regarded 75 
cents per account per month as satis- 
factory, and if it rose above this we 
immediately analyzed to find out 
why. When we put the brakes on ex- 
pansion of outstandings back in 
1957, the cents per account line be- 
gan crawling upward and reached a 
peak of 86 cents toward the end of 
the slowdown. Since then we have 
sweated it down a little. But it shows 
a distressing tendency to hold in the 
neighborhood of 80 cents, and we are 
beginning to wonder whether the 
reason is to be found in our manage- 
ment of the department or in out- 
side conditions. 

At one time we charted separately 
in cents per account most of the 
major components of departmental 
expense such as salaries, rent, tele- 
phone, postage, supplies, mileage and 
collection expense. Nowadays we 
break down only the salary item, and 
chart this on the same graph with 
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the total departmental figure. 

Our next chart really focuses on 
the purpose for which the instal- 
ment credit department exists, 
namely net income. Here again, for 
control purposes we chart it in terms 
of cents per account, showing a red 
shaded area that represents the ex- 
pense and a green shaded area above 
it that represents the net income 
which is gross income minus ex- 
pense. Since this is solely for de- 
partmental control, we leave out of 
consideration all items, such as over- 
head and taxes, over which we can 
exercise no effective control. 

From time to time we use this 
chart as the text for a sermon on the 
unwisdom of cutting rates either in- 
tentionally or in error. The moral, 
stated simply and without introduc- 
ing too many statistics, is simply 
that reducing a rate compels adding 
on more accounts to maintain the 
gross income. By the time the in- 
creased operations expense is taken 
into consideration, a rate shrinkage 
from, say, 6 per cent to 5 per cent 
discount on original amount can be 
seen in its true light as not a 1 per 
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CONTINUED FROM PAGE 39 
ning, to increase the bank’s net 
profits. Therefore, all subjects are 
openly discussed and no pertinent 
facts are withheld. Full information 
is provided and aired at these ses- 
sions. It proved unnecessary to 
spoonfeed this group for very long. 
With each successive meeting, the 
committee members got their teeth 
more firmly into the subject matter. 
“T used to come to these meetings 
armed with a checklist for quizzing 
each committee member,” says Mr. 
Denniston. “Now I just sit there 
most of the time listening and learn- 
ing. The administrative officers are 
learning, too. Meanwhile they are 
tightening up the bank’s procedures 
endlessly, stimulating us to modify 
long-standing polices, and pointing 
out previously unappreciated oppor- 
tunities. Along with this, they iron 
out interdepartmental problems sim- 
ply and effectively.” 

Here, for instance, a department 
administrative officer reports to the 
committee an appreciable amount of 
overtime incurred by the frequently 
late arrival of certain work for- 
warded from another department. 
The man from the department thus 
pointed to is generally able either to 
promise immediate correction or else 
in turn points to a cause arising else- 
where in the bank. There is no ran- 
cor and no buck passing. By the time 
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cent cut, not a 16% per cent cut, but | 


—in terms of our bank’s costs per 
account—actually a cut of 22.23 per 
cent in net income to the bank. This 
demonstration has proved highly 
effective in convincing our staff that 
rates must not be cut to obtain busi- 
ness and that eternal vigilance is 
necessary in such matters as interest 
rebates to make sure that effective 
rates are maintained. 

Finally, we have a chart that 
shows our gross income and expense 


in dollars per $1 million of our out- | 


standings. This merely reduces the 
control mechanism of cents per ac- 
count to the bankable terms of actual 
dollars earned and spent. Its uses 
are self-explanatory. 

We derive one additional advan- 
tage from our charts. When we make 
our annual report for the depart- 
ment, it consists of almost as many 
pages of graphs as of tabulations. 
Most of these are given in simple bar 
charts covering five years apiece. It 
makes reporting easier for us, and 
makes understanding simpler for 
the managing officers and directors 
to whom the annual reports are sent. 


IMPROVEMENT 


this particular subject has been 
thoroughly discussed, it is not only 
certain the first department will 
eliminate excessive overtime but also 
probable that several other kinks in 
routine elsewhere are well on the 
way toward being straightened out. 

Interdepartmental pressures ex- 
erted in this committee have proved 
to be one of the most constructive 
forces. When, say, the member 
responsible for new account soticita- 
tion expresses a need for an addi- 
tional secretary to help the new busi- 
ness representatives, the member 
responsible for expense control in 
business development is likely to 
speak up. Out of this interplay there 
may well evolve a formula which the 
senior officer who heads the depart- 
ment cheerfully approves. The end 
result may be that for each $2 the 
bank adds to payroll it trims $3 from 
other expenses in the department, for 
a net saving to the bank of $1. 

The administrative committee 
holds two types of meetings on alter- 
nate Wednesdays. The first is the 
regular meeting at which all ad- 
ministrative officers attend and per- 
form the functions described above. 
The second type brings in a number 
of juniors and advanced trainees and 
is intended more for indoctrinating 
these men than for transacting regu- 
lar business. 

Besides these meetings, each ad- 
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ministrative officer holds regular 
monthly meetings of the members of 
his department. The departmental 
meeting undertakes to do, for its 
area and more inclusive membership, 
the same sort of job that the bank- 
wide committee does for the whole 
bank. Some of these department 
groups are highly effective, others 
less so, depending not only on the 
membership but also upon how well 
the presiding officer brings out the 
latent capabilities of his co-workers. 

But also, the departmental meet- 
ings are intended to spread through 
all ranks an awareness of the bank’s 
profit goal plus a knowledge of facts 
and figures which most banks re- 
strict to management levels. The con- 
sequences have been interesting and 
profitable. Some genuinely useful 
money-making suggestions come up 
on occasion. Likewise the employees 
are alerted to the bank’s larger prob- 
lems. When loans and discounts were 
running neck and neck with what 
total deposits would support, a steady 
trickle of new accounts originated 
with the efforts of rank and file em- 
ployees to broaden the deposit base. 
More than one member of the cleri- 


cal staff at about the same time urged 
Mr. Denniston to get out on the road 
to pick up some big national accounts 
for the bank. Out of the general 
ferment, ‘deposits moved upward 
enough to take care of the loan de* 
mand. 

Instances could be cited endlessly 
of advantageous results of the man- 
agement program, but those already 
mentioned suffice to make the point 
clear. Today the bank has a strong, 
hard-hitting team of young execu- 
tives working together under the 
guidance of their more experienced 
seniors for better earnings and a 
greater institution. The crushing 
burden of detail has been lifted from 
the senior officers because each man 
who has the major responsibilities is 
backed up by an able young man to 
whom he diverts work so that he him- 
self may free his time for use to 
better advantage. Employee accept- 
ance of the program can be gauged 
from the fact that job terminations 
from all causes have worked steadily 
downward despite a chronic seller’s 
market for clerical help in the Mobile 
labor supply. 

As this is written, the bank is 


erecting a new building, tripling the 
present floor space, for occupancy 
late this year. In March two smaller 
banks were merged into the Ameri- 
can National as branches, bringing 
approximately a 20 per cent increase 
in deposits. This institution’s per- 
centage of total Mobile deposits has 
risen steadily, from 11.3 per cent in 
1954 to 13.8 per cent at the end of 
1958. It rose substantially further, of 
course, with the addition of the two 
new branches. 

Mr. Denniston and his associates 
emphasize that their management re- 
organization program is just begin- 
ning to gain momentum. They point 
out that the full impact of what 
has been done since 1954 can be felt 
only at some future time when ex- 
perience has still further matured 
the young management crew. Also, 
the bank is still learning how to do 
a better job in this direction, and 
the managing officers expect that 
this development will never be com- 
pleted. Meanwhile, they are con- 
fident they have laid the ground- 
work for growth and for increased 
profits that will continue for many 
years into the future. 


A.B.A.’s TAX EQUALITY PLAN 


CONTINUED FROM PAGE 47 


der the 20-year experience formula. 
And, as loan volume grows, the ag- 
gregate existing bad debts reserve 
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tends to become a smaller percentage 
of total loans. 

It is this increased potential ex- 
posure to loss, with the memory of 
the spectacular losses which im- 
paired so many banks’ capital funds 
a quarter century ago, that creates 
a valid argument for higher ceilings 
now, by law rather than by IRS reg- 
ulation. It can easily be argued that 
it is in the public interest. 

Recent figures for existing bad 
debt reserves are not available, but 
a good guess, for the banks which 
create them, is that the total now is 
around $1.8 billion with a theoretical 
ceiling of a little more than $2 bil- 
lion. This is figured by ABA author- 
ities at 2.4 per cent of non-guaran- 
teed loans. Obviously the new ceiling 
would be twice what now exists, for 
commercial banks. 

It is highly unlikely that all banks 
will do so, for while bad debts re- 
serves are popular with large institu- 
tions as a relatively cheap way of 
building up what are tantamount to 
new capital funds, many of the na- 
tion’s smaller institutions have never 


=| been able, particularly in years of 


inadequate earnings, to afford such 
luxuries. For it is important to note 
that while $520,000 (52 per cent cor- 
porate tax rate) of every $1 million 


s| put into bad debts reserve is a sav- 
*| ing in income tax, the remaining 


$480,000 portion has to come out of 
the bank’s earnings. In other words, 
surplus and undivided profits are 
penalized as the bad debts reserve 
grows. 

Already there is considerable dif- 
ference of opinion as to what are 
“non-guaranteed” loans. Most au- 
thorities consider any loan, unse- 
cured or collateralized, that does not 
bear a Government guaranty, to be 
a “non-guaranteed” loan. There are, 
however, many quasi or part-Govern- 
ment agencies whose paper banks 
acquire where the guaranty is by in- 
ference, or partial. It is already ob- 
vious that a long list of loans would 
have to be considered individually 
and judged by some uniform defini- 
tion guide. 

So much for commercial banks’ 
bad debts. Savings banks and sav- 
ings and loan associations are sub- 
ject to loss on their mortgage loans. 
Under existing rules they can put 
into bad debts reserve “any reason- 
able amount” so long as surplus and 
reserves are under 12 per cent of 
deposits. Under the new formula 
they would use the one-half of 1 per 
cent yearly and 5 per cent ceiling. 
Both groups of institutions have 
tended to create bad debts reserves 
only to the extent of clearly foresee- 
able rather than theoretical losses; 
they have considered their surplus 
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accounts to be in general the main 
protection to depositors or to mem- 
bers against loan losses. Presumably 
the ABA bad debts proposals would 
be optional rather than mandatory, 
for mandatory bad debt reserve de- 
ductions under many conditions could 
restrict earnings of commercial 
banks and hinder growth of surplus 
in the case of savings banks and sav- 
ings associations. The latter two 
groups most certainly will quarrel 
with the commercial bankers’ view 
that substitution of a fixed formula 
for “any reasonable amount” spells 
fairness and equality. 

Under the method of reaching 
greater tax equality with savings: 
banks and savings associations, the 
ABA proposals obviously give com- 
mercial banks greater tax advan- 
tages, to the extent they use the new 
bad debts formula; the savings banks 
and savings associations no longer 
could deduct interest-dividends and 
would have to pay vastly more in- 
come taxes. Based upon 1957 data it 
is calculated that under the proposed 
new tax formula for them, savings 
banks would have paid $54 million 
and savings and loans some $80 mil- 
lion in taxes, as compared with rela- 
tively nominal income taxes exacted 
from them now. 

Both mutual savings banks and 
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MUNICIPAL 


CONTINUED FROM PAGE 43 
bank will buy whole issues of secu- 
rities of its own community, or of 
neighboring communities, both for 
income and for customer deposits 
and prestige, and also for commu- 
nity-aid purposes. 

Both large and small banks have 
found they can run a portfolio of 
State and municipal securities much 
as they operate their portfolio of 
Government issues—space them out 
over a period of years so that some 
portion of some issue is always 
maturing, thereby providing funds 
for new loans or for new investments. 
This due regard for spacing and 
maturities is more important for 
State and municipal issues than for 
Treasury securities, for the former 
often have poor secondary markets. 
One experienced New York banker 
says that if you don’t immediately 
resell them when they are first issued, 
you are usually stuck with them. 

When banks, in the reform days of 
the post-bank holiday period of the 
1930’s, lost their function of under- 
writers and distributors of corporate 
securities, they retained that ability 
as regards Government and munic- 
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savings associations will argue vig- 
orously that, by the very nature of 
their depositor relationships and 
mutuality, to say nothing of public 
interest benefits, they must continue 
to enjoy tax deductibility of pay- 
ments made to depositors and sav- 
ings association shareholders. The 
alternatives, they will contend, are 
static surpluses or reduced rewards 
for depositors’ thrift. 

They doubtless will also point out 
out that there is an analogy, as re- 
gards deductibility of their interest 
dividends, with the deductibility of 
the interest commercial banks pay to 
savings depositors and on other time 
deposits, to say nothing of the de- 
ductibility of interest paid by com- 
mercial banks on capital they fre- 
quently borrow. 

Specifically, the ABA proposes im- 
position of the full corporate tax 
rate on a “‘tax base” defined as 12 per 
cent of a savings institution’s in- 
come, after expenses and the bad 
debts deduction, but before payment 
of interest or dividends. This base is 
arrived at by considering the concept 
of 12 per cent of such an institution’s 
deposits or share accounts as ana- 
logous to the capital funds of a com- 
mercial bank; therefore the basis for 
distributing income would consider 
deposits or shares “borrowed funds” 
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FINANCING 


ipal issues. This restriction of their 
authority has contributed to their 
increasing concentration upon State 
and municipal financing and their 
pre-eminence in it. The attractive- 


and surplus and reserves “capital 
funds.” 


The way this plan would work 


would be to require a savings institu- 
tion to pay income taxes on 12 per 
cent of every $1 million of earnings 
after expenses, or $120,000. To those 
earnings would be applied the 30 per 
cent tax rate on the first $25,000, and 
52 per cent on the excess, regardless 
of how much income was distributed 
to depositors or shareholders. To the 
general reader that sounds like a 
reasonable idea; to a savings insti- 
tution officer what would stand out 
would be the non-deductibility from 
taxes of the amounts paid savers. 


An earlier attempt to achieve “tax 


equality” through the Curtis bill 
merely proposed to reduce the ceiling 
on mutuals from 12 to 5 per cent, 
which would have increased taxes 


without destroying the tax exemp- 


tion of interest dividends. This plan, 
the commercial banks held, would 


worsen what they were trying to 
correct, for it would have encouraged 
the payout of interest dividends in 
larger amounts to avoid taxes. 
Recognizing that this whole ques- 
tion is not going to be hurriedly set- 
tled,-the ABA is calling for banking 
unity behind its plan. Savings bank- 
ers say there can be no unity when 
theirs is the ox that is to be gored. 





ness of the field is enhanced by the | 


constant opportunities for tie-ins 
with other bank services—loans, spe- 
cial deposits, pension and other trust 
fund opportunities, coupon paying 
agencies and other kinds of business. 

While the 1959 picture still favors 
the probability of record new gross 
State and municipal financing of all 
kinds, with perhaps a smaller rise in 
net as retirements of debt rise, there 
are some imponderables, including 
the possibility of a further rise in 


borrowing costs which might serve Here is Auto-Banking at its very best: beautiful 


} 


as a brake, and including a growing | 
voter dislike of “frills” such as too | 
expensive and too modernistic schools | 


and other projects. It is generally 
conceded that whatever changes may 
occur in voter willingness to incur 
debt and to spend will not be in time 
to affect 1959 financing appreciably. 
In this, the banks will again play a 
major underwriting role while prob- 
ably reducing a bit their participa- 
tion as investors in new issues. 
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Behind every first-rate Correspondent service, 

there’s always a first-rate man, like Jack W. Johnson, 
assistant vice president in charge of our Safekeeping 
Department. Among its services: Holding of your 
securities under receipt; cashing of coupons or 

bonds as they fall due, crediting proceeds to 

your account; making deliveries of securities to and 
from dealers upon your instructions. Let us tell you 
about this and our many other Correspondent services, 


FIRST NATIONAL BANK 
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